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FREDERICK W. DAY 
MANAGER OF ROYAL 


Began As Junior Clerk In New York 
Office and Won His Spurs By 
Hard Work 





OTHER APPOINTMENTS MADE 


Wm. Mackintosh, M.S. Lewis and C.R. 
Pitcher Assistant Managers; S. H. 
Quackenbush, Branch Secretary 





Frederick W. Day, who started with 
the Royal as a junior clerk and who 
by his ability, his painstaking loyalty 
and his successful manner of dealing 
with men was advanced to the posi- 
tion of assistant ,manager, has been 
made manager of the Royals New York 
department to succeed Cecil F. Shall- 
cross, who has assumed his new duties 
as manager of the North British & 
Mercantile, and president of three 
other fire insurance companies. 

The appointment was announced by 
general manager George Chappell, of 
the Royal’s Liverpool home office; and 
is a most popular one. To sum up in 
the words of one of the leading agents 
of the Royal in the Eastern territory, 
“If Mr. Day had not been appointed, 
the agents of the Company would have 
been greatly disappointed.” 


Managers Meet Here 


announcement was well re- 
also by the Royal’s managers 
United States and Canada, who 
session this week. Among the 
Royal managers here are George W. 
Law, Chicago; Milton Dargan, At- 
lanta; Rollo V. Watt, San Francisco; 
George Neily, Boston, and Messrs. 
MacKay, Montreal, and Evans, Hali- 
fax. S. Y. Tupper, Atlanta, and P. D. 
McGregor, Chicago, managers of the 
Queen are also here. 


The 
ceived 
of the 
are in 


Other Appointments 


At the same time that Mr. Chappell 
made the statement about Mr. 
he also announced the appointments of 
William Mackintosh, Morton S. Lewis 
and Charles R. Pitcher, as assistant 
managers, and Samuel H. Quacken- 
bush as branch secretary. 


During his long and faithful service 
with the Royal, Mr. Day has made his 
mark among underwriters. He _ is 
courteous, sympathetic and always 
ready to devote the full measure of 


(Continued on Page 14) 
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OLD OFEICERS WIN 


New York Securities Company Loses 
Attempt To Secure Contrel at 
Stockholders’ Meeting 





YOUNG RE-ELECTED PRESIDENT 
Company’s Paid-For Business For 
Three Months Shows Increase 
of 92 Per-Cent. 





Thomas O. Young has been re- 
elected president of the Farmers & 
lrraders Life, of Syracuse, and H. Oli- 
ver Ritz, head of the Central New 
York Securities Company, which tried 
to get control of the Company, was 
beaten 10 to 1 at the adjourned stock- 
holders’ meeting in that city. The of- 


ficial count of ballots showed this 
vote: 
Administration ticket ............ 1,675 


Ritz ticket 


Young Had No Doubt of Outcome 


Mr. Ritz was present at the meeting 
and in addition to voting himself pre- 
sented a number of proxies. ‘ 

“We never had any doubt as to the 
result,” said President Young. “The 
same forces that are with Mr. Ritz 
now tried to gain control two years 
ago and polled about 300 votes then 
Cheir effort this time was less suc- 
cessful than it was then.” 


The Officers 


At the annual meeting of the board 
of directors the following were 
elected: 

President, Thomas O. Young; vice- 
presidents, William T. Creasy, Francis 
Gates, L. J. Taber, John M. Ham, W. H. 
Vary and Ward W. Stevens; secretary, 


auditor and actuary, Otis P. Grant: 
treasurer, I. H. Munro; superintend- 
ent of agencies, W. C. Lennie; con- 
sulting medical director, Dr. T. H. 


Halstead; medical directo 

C. Palmer. ee 
_Executive committee, Thomas O 
Young, I. H. Munro, Otis P. Grant, 
Ward W. Stevens, George M. Whitney. 
Ira Sharp and George H. Casler; fin- 
ance committee, Thomas O. 

I. H. Munro, H. A. Crofoot, winene 
Smith and Jonathan Wyckoff. 


Serves Without Salary 


_ Treasurer I. H. Munro, whose efforts 
in behalf of the Company have had 
much to do with its success, positively 
declined to serve except under the 
conditions which have governed since 
he took office, without salary. 


(Continued on Page 2.) 
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Musician Makes Good 
As Insurance Agent 


—_——— 


TOM WARD ORATORIO SINGER 





Home Life Producer of Syracuse Says 
Word in Defense of Artistic 


Temperament 





Is there any reason why a musician 
cannot succeed as a life insurance 
agent despite the artistic tempera- 
ment which goes with the men who 
become leaders in music. Tom Ward, 
an agent of the Home Life, in Syra- 
cuse, thinks there is a good chance for 
the musician in business, and proves 
it in an article which he contributed 
to “The Home,” the snappy little pub- 
lication of the Home Life Insurance 
Company. 

Mr. Ward is a successful concert 
and oratorio singer and is director 
general of the Music Festival Asso- 
ciation of Syracuse. His views on the 
artistic temperament and misunder 
standings about it in the mind of the 
layman follow: 


“Since becoming a member of the 
Home Life Insurance Company’s staff 
I have been asked many times the fol- 
lowing questions: ‘How do you like 
selling life insurance?’ and ‘Do you 
think it possible for a professor of 
music to become a successful business 
man ’ 

“In answer to the first question, I 
can state unreservedly that within the 
space of one short year I have become 
thoroughly delighted with my new 
work. I have for forty years been a 
professional singer, teacher of sing- 
ing, ,and conductor of concerts of all 
descriptions. As a voice specialist I 
always endeavored to give each indi- 
vidual the treatment which he or she 
needed, just as a physician would pre- 
scribe the proper kind of medicine to 
cure the particular disease from which 
the patient was suffering. In life in- 
surance one follows a similar method: 
there is a policy to fit each individ- 
ual case, and it seems tou me that the 
soliciting agent should endeavor in 
every instance to place the form of 
policy most needed by his prospect. 
Each time I succeed in placing a pol- 
icy I feel that IT have done the other 
fellow a great deal more good than I 
have done myself. 


Musicians With Busniess Instinct 

“Regarding the second question, as 
to whether the professional man can 
achieve a successful business career, I 
need simply quote the names of a few 
well-known musicians who are’ prac- 
tical business men, as well, in every 
sense of the word: Ignaz Paderewski, 
the greatest of living pianists, who is 
now president of the new Polish Re- 
public; John Philip Sousa, of world- 
wide fame, who is a personal friend of 
mine, and whom I know to be thor- 
oughly capable of looking after his 
many business interests; Walter Dam- 
rosch. conductor of the New York 
Symphony Orchestra: Emilio de Gor- 
goza, the great baritone, and many 
other musicians well known to me, 
who are keen business men in every 
sense of the word. These men have 
many and varied investments and busi- 
ness interests, and thev know how to 
take care of them! TI recall in this 
connection the name of a man who 
but a few vears ago was a well-known 
and popular opera singer. Now. re- 
tired from the operatic stage, he is in 
receipt of a princely salary as man- 


Farmers & Traders 
(Continued from Page 1) 


The Ohio State Grange has been 
made agent for the Company in that 
state. 

The Company’s paid-for business for 
the first thre emonths of 1919 is 92 
per cent in excess of the business for 
the same period last year. 
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ager of a big mercantile house in New 
York City 

“All this goes to prove that it takes 
a good business man to be a successful 
professional man, and also that it is 
quite, possible for a successful profes- 
sional man to become a good business 
man. The professional man who en- 
ters the insurance field has a better 
chance to get good results because his 
wide acquaintance due to professional 
appearances in many cities starts him 
off with one of the greatest assets in 
soliciting.” 





JAMES W. JANNEY DEAD 





For Many Years General Agent of 
Provident Life & Trust Co., 
In Chicago 





James W. Janney, for many years 


general agent of the Provident Life 





& Trust Company, at Chicago, died on 





Friday at his home, Germantown, 
Philadelphia. He was seventy-three 
years old. He is survived by a widow 
and one daughter. Mr. Janney was 
connected with the Provident Life & 
Trust Company, at its home office, 
from 1876 to 1896, when he was sent 
to Chicago as general agent. He re- 
tired from active business three years 
ago. He was one of the organizers 
ot the Life Underwriters Association 
of Chicago and served as its president. 
For many years he used to head the 
Chicago delegation to meetings of the 
National Association of Life Under- 
writers. He was a man of the highest 
integrity. 





If you don’t write applications, it is 
not the Company’s fault—it is not the 
fault of the policy contract—it is not 
because of competition—it is not be- 
cause the territory is no good, or be- 
cause of the weather; it’s your fault. 
There is no one else to blame.— 
Agency Service. 











WHO IS HE? 


One of the old eastern Life Insurance Companies is 
looking for a man big enough to take charge of its 
interests in eastern Pennsylvania, with headquarters 


in Philadelphia. 


The man must have first-class organizing ability 
and a clean record as a life insurance salesman. 


To such a man an unusually attractive proposition 


will be offered. 


Unless you are meeting with more than ordinary 
success in your present position you will be wasting 
your time to answer this advertisement. 


We are looking for a real man and salesman. 


Who is he? 

















Correspondence confidential. 


Address ORGANIZER, 


The Eastern Underwritcr 
105 William Street 
New York 

















Colorado Passes 
Group Legislation 


75 PER CENT MUST BE INSURED 





Important Session of Legislature 
Law Governing Fraternals Amend- 
ed In Several Ways 





The session of the Colorado Legisla- 
ture, just concluded, was one of the 
most important in the history of the 
State, according to Commissioner 
Fairchild. The most important bills 
passed follow: 

Senate Bill No. 214—Authorizes the 
issuance to any qualified person, resi- 
dent in this or any other State, a li- 
cense to act as an insurance broker 
upon the payment of a fee of $10.00. 

Senate Bill No. 363—Defines Group 
Life Insurance, declaring it to be a 
form of life insurance covering not 
less than fifty employees without med- 
ical examination or less than fifty with 
medical examination, written under a 
policy issued to the employer, premi- 
um to be paid by employee or by em- 
ployer and employee jointly, provided 
that when premium is paid jointly not 
less than 75 per cent of such employees 
are to be insured. Also provides stand- 
ard provisions for group policies, re- 
ciprocal provisions and exemption 
from execution. 

House Bill No. 226—Amends the law 
governing fraternal societies, giving 
authority for societies to divide their 
membership into separate classes, each 
class having a separate form of con- 
tract of similar or general plan and 
maintaining assets or mortuary col- 
lections made from members of each 
class separately and keeping reserve 
accumulations of each class separate 
and distinct. 

House Bill No. 227—Substitutes the 
so-called New York Conference 
Amendments for Section 23-a of the 
Mobile fraternal law. 

House Bill No. 493—Provides for the 
organization, operation and_ supervi- 
sion, of fire insurance rate making bu- 
reaus, for review of rates and rules 
fixed by such bureaus; to prohibit dis- 
crimination in such rates; regulates 
all agreements between fire insurance 
companies affecting rates and em- 
powering the Commissioner of Insur- 
ance to reduce rates. Provides that 
every fire insurance company author- 
ized in this State shall maintain or be 
a member of a rating bureau, such bu- 
reau to be maintained in this State 
and may consist of one or more in- 
surers. and when consisting of two or 
more insurers, shall admit to member- 
ship any authorized insurer applying 
therefor. Expense of bureaus to be 
shared in proportion to the net premi- 
ums less marine and = farm_ risk 
premiums with annual fee not exceed- 


ing $25.00. 


LIMITS ON YOUNG MEN 


The Equitable Life Assurance So- 
ciety has revised the limits on insur- 
ance for boys and young men—ages 
15 to 24—as follows: 


Standard 
Age. Insurance 25% 
SS ee 5,000 $5,000 
ee 50,000 15,000 
ES er eee 100,000 25,000 
Sub-standard Insurance 
Extra Mortality Rating 100 or 
%o 150% 
374% ~=— 50% 
15-17. $5,000 $5,000 $5,000 $5,000 
18-20... 10,000 5,000 5,000 5,000 
21-24 15,000 10,000 10,000 5,000 





FROM “AGENCY ITEMS” 


Know it all, but don’t tell all you 
know. 

Don’t talk a prospect into a trade, 
and then talk him out of it. 

Many prospects will insure them- 
selves if you will let them do most of 
the talking. 
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Mrs. Shaal Has 
Insured 700 Women 


HER TWENTIETH ANNIVERSARY 





Manages Department of Forty Agents; 
Active In Association Work; 


Her Approach 


Mrs. 
who has trained 
ance agents than any other person, 
and who conducts an agency of her 
own for the Equitable, celebrated her 
twentieth anniversary a few days ago 
and the event was marked by a ban- 
quent which was attended by many 
persons prominent in insurance. 


Mrs. 


of Boston, 
insur- 


Florence E. Shaal, 
more women 


Shaal’s story was told in the 
Roston “Herald” by Esther Harney, of 
the staff of that paper, who said in 
part: 


A Widow At Twenty-One 


Left a widow 
years ago, Mrs. 


with a small son 21 
Shaal set about to 
earn her own living. She had no par- 
ticular train in any special line. Dur- 
ing a business interview concerning 
personal insurance it was suggested 
that she try to sell insurance for the 
Equitable Life. But the offer was so 
startling and field so unusual that she 
took a whole morth to make up her 
mind to accept such a position. She 
hed courage and imagination, and the 
impulse of necessity. Despite the re- 


proving nods of friends and oft-re- 
peated “What will people say?” she 
ventured forth selling insurance, spe- 


cializing in women patrons. 

was to a Radcliffe 
while a student, in- 
Since then Mrs. 


Her first policy 
college girl, who, 
sured herself for life. 


Shaal has insured between 7,000 and 
8,000 women. She herself has lost 
count; she has delegated the task of 


counting her total records to one of 
her three secretaries. She herself has 
brought to her company more than 
$2,000,000 a year. Today she is direct- 
ing 40 women, some of whom write 
policies amounting to $500,000 a year; 
some of her workers annually do an 
amount of business today which for- 
nierly took her 10 years to acquire. 


“How do you approach women?” I 
asked her. 

“As woman to woman,” Mrs. 
replied. “Who but a woman can 
with such assurance to another 
an and convince her that her home 
and her dear ones need protection 
against shadows and sickness and old 
ages: 


Shaal 
speak 
wom- 


Insurance 


has great possibilities in 
the future as a career for women, Mrs. 
Shaal believes. College graduates, or 


similarly trained women, will have the 
field to themselves then, she thinks; 
insurance companies will not be will- 
ing to train raw recruits when they 
cun obtain trained women. Financial 
returns are excellent. Women are par- 
ticularly adapted to the work in reach- 
ing both men and women; they often- 
times succeed where men fail, she said. 


Plays Golden Rule 


“What has contributed most to your 
success?” she was asked. 

“Playing the game according to the 
Golden Rule. ‘Do unto others as you 
would have them do unto you,’” was 
her answer. “I believe, too, that wom- 
en should decide on their goal and 
then let nothing interfere with their 
cetermination to reach it.” 

Mrs. Shaal has been president of the 
New England Women’s Life Under- 
writers’ Association for 16 years; she 
is the only woman on the executive 
board of the National Association of 
Underwriters. She has traveled all 
over the world, speaking of insurance, 
and is planning to take another world 
trip very soon. 


Prudential’s Advance 
In Ordinary Rates 


INCREASE ABOUT 8 PER CENT 





Influenza Only Partly Responsible for 
Action; New Scale Effective 
on April 15 


Considerable interest was taken this 
week in a Philadelphia newspaper 
story circulated throughout the coun- 
try to the effect that there would be a 
general increase in life insurance pre- 
miums throughout the country. Inves- 
tigation discloses that the story was 
hinged on the decision of The Pruden- 
tial to increase rates on an average 
between 8 and 9 per cent, and applies 


cnly to Ordinary business. The new 
rates are effective April 15. It is the 
fashion nowadays to ascribe every- 
thing to influenza, but that epidemic is 
cnly partly responsible for The Pru- 
dentiai’s action, as there has been 
extra mortality in the case of sev- 


eral other diseases as well. 


Rates Compare Favorably With Others 

In discussing The Prudential’s ac- 
tion, the “Journal of Commerce” said 
this week: 

“This action on the part of the Pru- 
dential does not result in making its 
rates higher than those of most other 
companies; in fact, they are still much 
lower than those of some of the oth- 
ers. Previous to 1915, the Prudential 
for some years had been writing non- 
participating insurance exclusively and 
had the low rates similar to those of 
other companies for that class of busi- 
ness. On April 5, 1915, the company 
was mutualized and its business be- 
came participating, but it did not ad- 
vance its rates. Whatever savings 
were made for policyholders were re- 


to handle the business. Until last fall 
this narrow margin appeared sufficient 
for safety. Then came the excessive 
mortality from influenza, followed by 
an abnormal mortality from pneumo- 
nia and other complaints which were 
complicated with influenza. The of- 
ficers concluded that it would be wise 
to charge a higher rate for business, 
to be written hereafter. The cost of 
insurance to policyholders will not be 
materially higher than it would have 
been at the old rates, as the bonuses 
on policies to be written at the new 
retes may be expected to be larger.” 





WISCONSIN INSURANCE FUND 


A Plan To Hire Agents On Commis- 
sion Basis; Scale of 
Remuneration 





Another effort will be made to put 


life into the State life insurance fund. 
The lower house of the Wisconsin 
Legislature has favorably advanced 


the Masikowski bill providing for the 
hiring of State life insurance agents 
cn a commission basis. Under the 
terms of the bill the commission of 
insurance will appoint one agent in 
each county and three in Milwaukee 
to solicit policies for the State life 
funds. These agents will receive a fee 
of 50 cents for $100 of insurance writ- 
ven and 10 per cent of the first annual 


premium. 

“It is generally admitted that the 
State life fund in its present condi- 
tion is not as safe as the old line in- 
surance companies,” declared John 
Buckley, of Waukesha county. “I do 
not think we should mislead the peo- 


ple by passing a bill of this kind. I 
think future legislatures will see the 
folly of the State life insurance plan.” 


The New York Assembly passed As- 


turned to them as bonuses, but these semblyman Gardner’s bill amending 
necessarily were small as the rates section 24 of the Insurance law, rela- 
were but little more than was required tive to limitation of risk. 

a 
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Cost of New Business 
In Mexican Republic 


A LETTER FROM J. H. WASHBURN 





His Company, La Latino-Americana, 
Has Averaged 78.85 Per Cent— 
Discusses Situation 





James H. Washburn, the New York 
actuary who is now in Mexico as con- 
sulting actuary of La Latino-Ameri- 
EASTERN UNDERWRITER 


cana, sends THE 
an interesting letter about the pro- 
gress of his company in Mexico: 

“It will probably interest you to 


know that even considering the ter- 
rible days from 1913 to 1916, inclusive, 
our acquisition expense never exceeded 
92.23 per cent. At the height of the 
paper money days, when the purchas- 
ing power of the financial medium was 
decreasing day by day and, conse- 
quently, in order to live, salaries, com- 
missions, ete, were materially in- 
creased, the rate of obtaining first 
year’s business did attach 98.01 per 
cent. However, as soon as gold was 
decreed the monetary standard of 
Mexico, the cost of obtaining new 
business fell to about 80 per cent. 
“This company began business late 
the year 1906, and its average rate 
expense for acquisition of new 
business, even including the worst 
times, is 83.33 per cent. Considering 
the normal years, 1907 to 1913, inclu- 
sive, the average cost for obtaining 
new business for La Latino-Americana 
was only 78.85 per cent, which I con- 
sider very reasonable indeed. 

“Some years ago a general meeting 
of all companies transacting business 
in Mexico was held, and it was agreed 


of 


to limit the cost of obtaining new 
business to an amount such that ex- 
penses on first year’s business, less 


5 per cent of the renewals, should not 
exceed 80 per cent of the year’s premi- 
ums. This agreement has resulted in 
a very great benefit to the business 
and has made it so stable as to resist 
successfully the terrible tempest 
through which it has so _ recently 
passed.” 


FORD AGENCY 





Nearly All Done By Full-Timers; 
Average Production Per Man 
Now $360,000 





Nearly all the business of the Martin 
T. Ford Agency, of the Equitable, in 
New York City, is done by those who 
devote their full time to life under- 
writing. This agency shows for the 
year 1918 the exceptional high average 
production of $360,000 per member. 
The largest individual production was 
$949,000, the smallest $141,000. The 
average for 1917 was $330,000. Since 
January Ist, 1917, $8,245,000, new insur- 
ance has been placed on the books of 
the Society by the Agency of which 
over $5,000,000 has been written by new 
agents without previous life insurance 
experience, and the oldest of whose 
full time service began January Ist, 
1916. 

The year 1919 is showing still greater 
development. New business for the 
f.rst three months totaled $1,460,000. 
Mr. Ford expects to show an average 
individual production among his full- 
time men cf $400,000 for the year. 





Socrates nad, “An 
The Man Who _ honorable death is 
Can But better than an _ in- 
Does Not Insure glorious life.” The 
person who carries 
life insurance usually dies an honor- 
able death, while he who can secure 
life insurance and does not do so usu- 
ally lives an inglorious life. The man 
w'th dependent family who departs 
this life without leaving an adequate 
life insurance estate these days does 
not die, he simply absconds.—Jas. §S. 
Wood. 
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Gold Dollars or Stars! 


Three men in a dugout. 
Z----7Z----7----!| Bang----|! 


One man groaning in agony, asking someone 
for mercy’s sake to kill him—writhing on the 


grou nd— legless. 


One man crouching against the wall, the upper 
part of his head blown off, a grotesque jaw the 
only indication that a man’s head had been on 


that body. 
And a third—the writer. 

* ‘ * 
Who stopped this staughter? 
You at home. 


Germany saw that you were heart and soul in 
the struggle; that you were willing to make any 
sacrifice for victory; that your tremendous war 
preparations in men, equipment, munitions, 
ships and aeroplanes made Victory a certainty. 
Now you have the chance of paying for that 
Victory with your dollars instead of your 
sons’ blood—with gold dollars instead of gold 
service stars. 

The man who passed through this experience 


will invest. Will your 


Victory Liberty Loan 





Space contributed by 








105 William Street, N. Y. C. 
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One Company Played 
Against Another 


EDWARDS ON BROKER PRACTICES 





Brooklyn Manager Thinks That Agent 
Who Develops Business Should 
Receive More Protection 





Charles Jerome Edwards, manager 
of the Equitable in Brooklyn, has writ- 
ten a letter to T. R. Fell, general agent 
of Massachusetts Mutual in New York 
City, in which he discusses some arti- 
cles written by Mr. Fell for Tue 
I:ASTERN UNDERWRITER, endorses’ the 
views expressed, and pays his respects 
to the fire insurance brokers and oc- 
casional agents who either stumble or 
cases developed bv regular agents. or 
get wind of the prospect in some other 
way, and then take the risk away from 
the man who developed it. Mr. Ed- 
wards also pays his respects to the 
hrokers and others who shop for low 
rates, play one company against an- 
other, and make rebates. He writes: 

“IT have been waiting for some time 
to write you and to express apprecia- 
tion of the things you were putting 
forth and efforts you are making to- 
ward cutting out the one-case agent. 

“Of course, there must always be 
part-time men to a certain extent. 
‘They are a practical necessity in coun- 
try districts, if the benefits of life in- 
surance are to be extended in every 
country district, to reach the people 
who need the benefits of insurance; 
otherwise, it would be left entirely to 
the industrial agents. 

“T am not sure about the fire insur- 
ance agent in the cities who operates 
under the license of an underwriter, 
and I hardly see how it is possible to 
eliminate them from life underwriting. 

“There are hundreds upon hundreds 
of active and serviceable fire insurance 
brokers, smaller type agents, and Jew- 
ish agents who do a continuous life 
insurance business. 

“But what fills me with wrath is the 
so-called broker who represents five 
different companies, and is very frank 
to tell you that he is doing business 
with the company that pays him the 
best commissions, or, sometimes it is 
the company that quotes the lowest 
tabular premium. 

“Only recently I had a case of a 
very prominent broker on William 
Street, fine family, Harvard graduate, 
a social start, with whom we got in 
touch by introduction, and he told me 
very frankly that this was the basis 
on which he operated. He stated fur- 
ther that he didn’t have any time for 
soliciting life insurance, but when he 
‘came in touch’ with a case, or was 
asked about rates by a prospective ap- 
plicant, he would then submit figures 
of the company that treated him the 
best. His exact language follows: 

“Now the question is, how could he 
come ‘in touch with a case’ that had 
not been already worked up by some 
agent, whether of your company, mine, 
or some other? Who would ask him 
about life insurance or rates thereon 
except a man who had been canvassed 
by a regular agent? The result is, 
this business he would write would be 
that developed by some regular agent 
who is devoting his whole time to life 
insurance and who, after creating a 
demand and following the case up at 
an expense of time, ability and real 
knowledge and understanding would 
lose the case to the broker, who prob- 
ably would understand nothing as to 
the difference between policy contract, 
payment of dividends, or service. 

“Tt is this condition that is a curse, 
and no matter how active an under- 
writer may be in fire circles, or how 
fine a man he may be socially, I think 
it is about time that we. began to re- 
lieve the business of such destructive 
conditions. 

“There may be two or three ways of 
meeting this. I do not assume that 


there is any one way that will always 
work, or that we shall ever reach the 
millenium of exact ethics: 


1. Follow the Northwestern meth- 
od of only paying a commission to 
an agent after he has written three 
cases exclusive of any insurance on 
his own life—or on that of a relative. 

2. Insist that an agent shall be 
licensed and under agreement with 
one company for his regular busi- 
ness, and prevent hawking around by 
brokers for an extra 5 per cent or 
otherwise 

3. Provide that the business of an 
agent of one company when offered 
to another shall be “surplus” busi- 
ness only; that is, business that is 
excess of what the agent’s own 


in 
company will write, or, for some 
reason, business his company does 


not wish to accept. 
“The above are the three fundamen- 


tals which I think strike at the root 
of this evil of so-called part-time 
agents. 

“You know and I know and every 
other honest manager knows that 
there is no necessity for an agent 
writing fire or otherwise, to have a 


contract with more than one life com- 
pany, to say nothing of half a dozen 
or more, except where it is legitimate 
surplus business. 

“You and T know that there isn’t 
one case in 200 where an applicant that 
is the result of a legitimate canvass 
wants to be placed in the Equitable, 
or any other company. rather than 
the Massachusetts Mutual. And the 
same is true of all companies and all 
agents. The only occasion where this 
exists is where a Massachusetts Mu- 
tual agent has so demonstrated the 
favorable points of his company and 
worked up a demand for a Massachu- 
setts Mutual policy that the applicant 
says to the pirate broker: ‘If I take 
insurance I want to take it in the 
Massachusetts,’ and the result is the 
Massachusetts agent loses the busi- 
ness and the broker gets it, and also 
probably gives something for it. 

“These are the unhappy and unholy 
ccnditions which I understand you are 
fighting; and if so, I am with you. 

Every contract that my agency is- 
sues carries the provision: 

The agent agrees to faithfully de- 
vote his time hereunder and not to 
submit proposals for life insurance 
to any other company unless the 
same shall first have been declined 
by the Society. 

“T presume that most other company 
contracts have the same provision. 

“Tf you could get the various com- 
panies operating in New York to ac- 
cept such a basis for conference, I 
believe that some good conclusions 
would result therefrom.” 


ELECT HAWLEY PRESIDENT 





Accident Man Heads Re-Insurance 
Life, of Des Moines; Other Officers 
Elected By Company 





H. B. Hawley, of Des Moines, has 
been elected president of the Re-In- 


‘surance Life Company of that city. Mr. 


Hawley for many years has been presi- 
dent of the Great Western Accident 
Company of Des Moines, and his suc- 
cess in the management of that insti- 
tution doubtless had to do with his 
selection to head the life insurance 
company. Other officers of the Re- 
Insurance Life are as follows: Alex 
Fitzhugh, first vice-president; J. M. 
Emery, second vice-president and ac- 
tuary; J. S. Rawson, treasurer; F. D. 
Harsh, secretary; H. E. Stipp, general 
counsel. 





Insured Just In Time 


In 1918 The Mutual Life lost by 
death no less than 365 policyholders 
who had ben insured for less than a 
year, as against 143 in 1917. 








Some of the Innovations 
Introduced by the Equitable 
During its 


Sixty Years of 
Public Service 


Shortening, Simplifying and Liberalizing the 
Policy Contract. 


Immediate Payment of Death Claims. 
Incontestability after first policy year. 


Group Insurance for Employees. 


A Corporate Policy to Protect Business 
Interests 


A Convertible Policy Adaptable to Altered 
Circumstances. 


Free Health Examinations for Policyholders, 
A Home Purchase Policy 


A Refund Annuity guaranteeing return of 
Entire. Principal. 


An Income Bond to Provide for old age. 


New and Improved forms of Accident and 

Health Policies, thus completing the circle of 

protection against the hazards of Life, Accident, 
and Disease. 


THE EQUITAB 


LIFE ASSURANCE SOCIETY 
of the UNITED STATES 


W. A. DAY, President 


120 BROADWAY 








NEW YORK 
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Agency Mistakes 
Which Prove Costly 


TWELVE GIVEN | ay | MUTUAL LIFE 


Failure To Settle With Application; 
Worry Over Competition; Where 
Time Is Wasted 





The Mutual Life has prepared a list 
of twelve mistakes which agents 
sometimes make, and which cost them 
many policies. A perusal of this list 
from time to time will keep agents 
from repeating these blunders. The 
Mutual’s list begins with the man who 
omitted to get a settlement with the 
application. Result, the prospect had 
changed his mind when the policy ar- 
rived. Here are the other eleven: 

Alienated the good will of the 
prospect by heedlessly engaging in 
some heated argument with him about 
the best form of policy, the vital need 
of protection, the merits of a rival 
company, or other insurance or even 
general topic. 

Tried to canvass the prospect 
when and where the interview was mo- 
mentarily liable to interruption. When 
the interruption came the good effect 
of what had been said was lost and 
that particular canvass was a failure. 

4. It was a costly mistake not to 
keep in touch with your old policy- 
holders, who, as a result, were later 
written by some other agent. 

5. You wasted valuable time when 
you jumped into a case upon which a 
number, of competitors were already 
working and which onlv one could get 
in any event. While thus involved a 
rival agent wrote the man whom you 
had counted on closing that day or in 
the near future. 


Losing Interest of Prospect 


6. Proceeded to explain to an appar- 
ently receptive prospect the respective 
merits of several different forms of 
policy, with the result that the pros- 
pect could not make up his mind just 
then which to take and so deferred 
action. Subsequently you found he 
had lost all interest in the matter— 
had perhaps yielded to the persuasive 
words of a rival agent, who knowing 
the. prospect's circumstances, had se- 
lected the policy best suited to his 
needs and bent all his energies to plac- 
ing that particular contract. 

7. Became fretted by seeing the lit- 
erature of a competitor on the pros- 
pect’s desk and thereupon proceeded to 
institute a comparison of the two 
companies, instead of attending to 
your own case and dwelling upon the 
merits of your own proposition. Re- 
sult, the prospect concluded it would 
be just as well to hear what the rep- 
resentative of the other company 
might have to say. Accordingly you 
had a case of competition upon your 
hands needlessly. 

8. Tried to canvass a prospect with- 
out having first secured all possible 
information regarding him, although 
there had been no lack of opportunity 
for making such preparation. Learned 
facts afterward that would have en- 
abled you to present your case con- 
vincingly had you known them at the 
time. 

9. Often began the day’s work with- 
out a definite and adequate list of 
prospects to canvass, trusting to 
chance meeting of possible insurants. 
Almost invariably such days were 
without profitable results. 

10. Undertook to canvass the pro- 
prietor of a retail store on Saturday, 
his busy day. Of course, you never 
made that mistake again. 

11. On the other hand, it was a mis- 
take also not to employ Saturday in 
canvassing such prospects as are espe- 
cially accessible on that day. In this 
class are school-teachers, as well as 
certain professional men who are 
rather less engaged on Saturdays than 
on other days. In large cities espe- 
cially are many office and business 





men who, with their employees, have 
the afternoon of that day off. 

12. You have often made the mistake 
of soliciting and accepting an applica- 
tion for $2,000 when you could just as 
well have had $5,000; or you have sug- 
gested $5,000 when it would have been 
as easy to get $10,000. Doubtless you 
have since learned that a prospect is 
never offended at being “sized up” as 
a man of means. 


BUSINESS INSURANCE CASE 


Policies Placed On High-Salaried 
Superintendent of Great Mining 
Engineering Company 





Paul S. Burns, manager at Boston 
of the Mutual Life, reports an inter- 
csting case of business’ insurance, in 
whih- the Mutual was a _ participant 
with several companies. 

One of the great mining companies 
of this country has as its Superintend- 
ent an engineer of world-wide repute. 
This man is so valuable to his em- 
ployers that they, as a matter of good 
business, felt obliged to protect them- 
selves against the possibility of his 
death. The passing of this directing 
brain would be liable to cause the 
company heavy loss until the situation 
had been comnosed by the selection 
and seating of a capable successor. 
Such a_ successor it would prob- 
ably be necessary to secure from 
another similar company, to whom 
he would possibly be found to 
be bound by a contract running for a 
term of years. To secure release from 
this contract the payment of a large 
sum of money by him might be neces- 
sary. This money would be supplied 
by the life insurance which has been 
placed upon his life by his present 
employer. 

Innumerable corporations in vari- 
ous lines of business have protected 
themselves in recent years by insur- 
ing the lives of men whose technical 
knowledge and creative ability are a 
necessity to the successful conduct of 
the business. and we are therefore glad 
te describe this additional case. taken 
from the recent records of our Boston 
agency. 


DISABILITY ON WOMEN 


Why Home Life Does Not Grant This 
Clause; Finds No Statistics 
Available 





An agent of the Home Life has writ- 
ten to the Company, asking why it 
refuses to grant the disability clause 
to wome. The Company’s answer 
follows: 

There are several reasons. The first 
and perhaps one of the most import- 
ant is that there are no statistics deal- 
ing with disability applicable to wom- 
en, and:the rates radically differ from 
those of men. 

The general experience of pension 
funds shows that women after age 
fifty ‘want to retire, even if they have 
to live on a small income; whereas,, 
a man will keep on working from 
choice. The conditions affecting the 
two sexes in the matter of disability 
are therefore entirely different from 
one another and the only course open 
meantime is to exclude the benefit 
from policies on the lives of women. 





JACOB J. THOMPSON 


Jacob J. Thompson, assistant secre- 
tary of the Metropolitan Life Insur- 
ance Company in New York City, who 
had been intimately associated with 
the late John R. Hegeman, president 
of the company for many years, died 
at his home, in New Rochelle, N. Y 
last week. He was. seventy-seven 
years old. Over fifty years ago he 
joined the Metropolitan Life, and was 
cashier of the first office opened at 
No, 243 Broadway. 








Organized 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
50,000.00, and Industrial Policies from $12.50 to $1,000.00 


CONDITIONS ON DECEMBER 31, 1918 


Aseets sccocee (sidcalacschiaseada dart nibabade éisddes CoepebarnEtaveperheestieees $18,362,862.75 
Liabilities ...ccccccccccccccccccccccccscccececs cocvcccoccccccccocscoeccoocosocce 16,626,824.78 
Capital and Surplus ........-+.+. 6960006000800 VeaneoesosensonsS 1,736,037.97 
BRORTONNR Th DOROE. ccccvececeseccces 149,170,320.00 
Payments to Policyholders 2,376,218.75 
Total Payments to Policyholders since Organization 1 988,834.83 


JOHN G. WALKER, 






1871 





President. 




















PENNSYLVANIA OPPORTUNITY 


If you are interested in making a perman 


lished company with a progressive management and an unequalled dividend record, 


it will be to your interest to investigate our 
Address, 





PERMANENT, 
Care of The Eastern Underwriter, 105 Will:am Street, New York City 


ent connection with an old well estab- 


proposition. 














1867 The 


1919 


EQUITABLE LIFE of IOWA 


Announ 


ces 


New Policy Forms 


Incorporat 


ing’: 


INCREASED TOTAL DISABILITY BENEFITS 
DOUBLE INDEMNITY BENEFITS 


and 


OTHER INCREASED 


BENEFITS AND 


PRIVILEGES 


Low Net Cost and Best Se 
For Agency Connec 


HOME OFFICE 


rvice to Policyholders 
tions Address 


DES MOINES 








Pan-American Life Insurance Company 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 


Capital. .......$1,000,000.00 


OUR 1916 STATEM 
Insurance in force......... 
OO Serre ‘ 


New Insurance eee ern 


ENT SHOWS 

..-Cover).... $42,400,000 

.(over).. 5,600,000 
10,000,000 


The High Scores in the Life Insurance Profession are won by Trained 
Men. We will train you in the Profession and locate you in Productive 


Territory either North or South. 


Further information on request. 


Your Opportunity is Here. 
Address: 


E. G. SIMMONS, Vice-President and General Manager 
Whitney Central Bank Building 
NEW ORLEANS, U. S. A. 


























Mr. Successful Life Insurance Agent: 


Do you want to secure 
for yourself? If so, 


a General Agency 
read this, it is 


WORTH KNOWING 


A $5,000 policy in the United Life and Accident Insurance Company guarantees: 
FIRST, that in case of death from any cause, $5,000, the face of the Policy will 


IND, that in case a death from any AOCIDBPNT, $10,000, or DOUBLE the 


be paid. 


xe) 
face of the Policy, will be pai 


THIRD, that in case of death from 
or THREE TIMES the face of the Policy, will 


certain SPECIFIED accident, $15,000, 
be paid. 


FOURTH, that in the case of total disability as a result of accidental injury, the 


Company will pay direct to the insured at the 


rate of $50 PER WEEK during such 


disability, but not to exceed 52 weeks, after which the weekly indemnity will be at 


the rate of $25 


PER WEEK throughout the period of disability. Can ‘insurance do 


MORE? And WHY should any man be satisfied with a policy that would do less? 


Annual Premium, Ordinary Life, at Age 
Twenty Payment Life, at Age 35 
Twenty Year Endowment, at Age 35.... 
General Agents wanted in the following 

sas, Michigan, Ohio and the District of Colu 


$128.05 


35. 
i 





10 
States: Pennsylvania, nema, Kan- 
mbia. Address: 


UNITED LIFE AND ACCIDENT INSURANCE CO. 


Home Office, United Life Bldg., 


Concord, New Hampshire 
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Organized 1865 


The Provident Life and Trust 
Company of Philadelphia 








Endowments Matured in 1918 $3,307,534 





to Provident 





The satisfaction of these Policyholders is a valuable assistance 


Agents, who do not have to theorize about 
what is the best form of policy. They quote the Hindsight 
of these satisfied Policyholders. 








Soliciting Methods 
In The Corn Belt 


TESTIMONY OF ILLINOIS AGENT 





T. C. Hinds, of Massachusetts Mutual 
Life, Does Not Find It Difficult 


To Sell Insurance 





T. C. Hinds, an agent of the Massa- 
chusetts Mutual Life in Mattoon, IIL, 
has told to agents of that company 
how he sells insurance in the corn belt. 
It is an unusually able presentation 
of life insurance country soliciting. 
It is reproduced in part herewith, 
through courtesy of “The Radiator.” 

“Our hardest work is in opening up 
a new town, and the first applications 
come rather slowly. But because of 
the close relations of our few policy- 
holders to other prospects, we soon 
get things to moving in our direction. 
I began work in a small town about 
eighteen months ago, and I had a jit- 
ney driver who knew everybody drive 
me through the country. He was not 
the man to have weight in giving con- 
fidence, so I had that work to do my- 
self. But I finally got a start, and 
then I went alone in my own car. 
there had been two men sent to 
penitentiary from this place for il- 
legal practice in selling life insurance, 
I had a hard time getting the confi- 
dence of the people; but I stuck it out, 
and now I have a little over $100,000 
in force at that place and am nearly 
always good for a few thousand when 
I go there. 

“IT am indeed fortunate in following 
our manager in my territory, and [| 
find that his policies were so well sold 
that I am safe in carrying a complete 
list of all our policyholders in Doug- 
las County, knowing that each one is 
well pleased with his policy. This list 
is eight feet long. 

How He Began 

“When I began with the Massachu- 
setts Mutual I lived in a small town 
at the eastern edge of the county, and 
I moved to the county seat which was 
more centrally located. I did not try 
to sell life insurance near my new 
home until I had lived there nearly a 
year. In the meantime, | was working 
all over the county and carried adver- 
tisements in the local weeklies. Peo- 
ple saw me going about my business 


as though I was doing something; and 
when I was ready to begin work at 
home, I was well received. I am rap- 
idly becoming acquainted with all the 
people in my county, and it will be but 
a short time before I shall not need 
the assistance of any bankers in es- 
tablishing confidence. I always try to 
remember that those who are not 
prospects to-day will be to-morrow, 
and we believe a man is a prospect un- 
til he becomes uninsurable or dies. I 
carry prospect blanks, and when I 
have talked with a man who does not 
buy, I put down his name, date of 
birth, when age changes, amount of 
insurance he carries, amount he owns 
or farms, wife’s name, number of chil- 
dren, amount husband or wife will in- 
hcrit, and on the back of the slip prob- 
able date he will be interested, date 
of my first interview, reasons for not 
buying, and kind of insurance he was 
interested in. I have a few of these 
blanks with me, and anyone wishing a 
copy may get one while they last. 
These prospect cards I file by towns, 
and before going to any town I take 
out my list and run over them to catch 
age changes and dates when people 
1: ight be interested. In this way I can 
have a complete list of the people I 
see, and it will prove a big aid in sav- 
ing lost time in looking for prospects 
and catching people at the proper 
time. We often forget just where we 
left off with a prospect unless we keep 
some record of things discussed. 
“People like to be in style and keep 
abreast of the times; so when I tell 
old policyholders that everybody is 
adding to their insurance at this time 
—and, of course, they recognize that 
they are not carrying enough—they 
aie in a receptive mood to hear what 
I have to say. People like to deal 
with a live wire, and the more you 
write, the more you can write. Busi- 
ness begets business, and I let the in- 
formation out that everyone is buying 
Massachusetts Mutual. I cultivate my 
old policyholders; I visit with them 
and am always glad to see them. I 
always tell a man after I have deliv- 
ered his policy that my service has 
only begun, and that I shall be glad to 
Le of service to him whenever I can. 
I tell him not to hesitate to ask me 
any question that might arise along 
the line of insurace ,as I make that my 
only business and try to keep up to 
date. Do not forget our old policy- 


The Verdict of. the Great Jury. 


Your success as an underwriter depends upon the verdict brought in 


by the greatest jury in the world—the American public. 


For sixty- 


eight years the Massachusetts Mutual has been building up a nation- 


wide reputation. 


Its friends are everywhere and are ever ready to 


testify to the faithful and efficient service that it always renders. There 
is no better company to buy from and no better company to sell for. 
Occasionally we have a General Agency opening. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 








THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 


INSURANCE COM 
OF COBTON MASSACHUSETTS 
WILLIAM N. COMPTON, General Agent 


Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 





holders are our best asset. Keep in 
touch with them and then when other 
agents come along with something 
new, they will ask us what we have in 
the same line. They will also consult 
us before believing the lies of design- 
ing agents who try to shake them on 
the policies they hold with us. In 1917 
I sold a merchant who owns several 
farms a policy for $5,000. This man 
had $10,000 Twenty Payment Life 
with another company; his age being 
forty-five, of course the Ordinary Life 
was the best policy for him to buy. I 
showed him our big dividends and sold 


him our Ordinary Life, leaving his 
cividends to accumulate. The agent 
of the company that had the $10,000 


talked with him on the advisability of 
bringing his total insurance up to $20,- 
000. The idea appealed to him, but in- 
stead of buying from the agent who 
made the suggestion, he told me on 
wy next trip to his town that he might 
be in the market for more. Just be- 
fore his age changed, I wrote him for 
$4,000. The odd part about it all is 
that this man is now convinced that 
the Ordinary Life is the best buy and 
is taking his dividends on all his poli- 
cies to reduce premiums, the dividends 
on his $16,000 paying for the extra 
$4,000. 

Small Town Men Who Buy Insurance 

“The small towns in the Corn Belt 
of Illinois are made up of retired farm- 
ers, storekeepers, clerks, and laboring 
people. At least 90 per cent of the 
pcople come under these classes. The 
retired farmers have quit nearly all 
kinds of business; the clerks are draw- 
iwg from $60 to $100 per month; as we 
have no war industries, the laboring 
cl:ss dco not draw much pay and are 
hopeless as insurance prospects. Our 
only prospects, therefore, at the pres- 
ent in the small towns sre the store- 
keepers, some mechanics, and a few 
doctors. Knowing these conditions, it 
is small wonder that I drive my faith- 
ful Lizzie practically all the time out 
in the highways 3nd byways of the 
public roads which are either dusty, 
muddy, icy, or covered with snow. But 
it is either go to the country or starve, 
ard I go. 

“The War has made us change our 
class of prospects, and, no doubt, the 
return to a peace basis will do the 
same. It does not matter to us who 
our prospects are; we are simply fol- 
lowing the evolutions of the human 





vice. The prosperous man of to-day 
may be the pauper of to-morrow. Our 
business is written on the lives of 
those who are making money. We try 
to get in touch with a man as soon as 
he begins to get ahead, and if he con- 
tinues to grow he will increase his 
insurance. 
Not a Lazy Man’s Job 

“Country soliciting is not a lazy 
man’s job, for our policies are small 
and we go far to get them. Having 
few good roads, we are often out in 
very bad weather when the going is 
heavy. I usually whistle or sing when 
going about three miles per hour in 
the mud, and I reach my prospect in 
the best of spirits and have the advan- 
tage of him from the start. One of 
the best advantages of having country 
bankers as helpers is that during the 
bad weather when roads are almost 
impassable, you can go to the country 
bank and see several people in the 
course of a day who have come to 
town to trade. I am, therefore, very 
desirous of increasing my line of 
country bankers. There is no ques- 
tion that the bankers in the small 
towns are very influential with our 
prospects, as people take their busi- 
ness questions to their bankers to 
solve and follow their advice. Our 
manager is famous in our territory for 
the high class of part-time agents he 
employs, nearly all of whom are bank- 
ers. A company is known by the men 
who represent it, and the best are 
none too good for the Massachusetts 
Mutual. 

“Selling life insurance to a farmer is 
accomplished along the same lines as 
to anyone else. He is a good business 
man and well posted; he loves his 
home and family. Ne all recognize 
these qualities as requisites of all 
sales of life insurance. We find the 
f.rmers carry considerable fraternal 
and assessment insurance, but this 
does not interfere with our sales as 
that plan of isurance has merely 
taught them the need of protection, 
merely whetted their appetite as it 
were. When we convince them that 
what they hold is good temporary pro- 
tection but that they need something 
permanert, they see the point. The 
year 1919 is starting out not only like 
a banner year, but a great one for life 
insurance in our field. People are 
thinking insurance, talking insurance, 
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The Agents of the 


New England Mutual Life Insurance Company, 


After another Year of Splendid Success, 





Face the New Responsibilities resulting from the War, 
with the Determination to give that 
Generous Service which is making Life Insurance 


A Universal Necessity 
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19,712 


at any time in our history. 


in force over $150,000,000 


WALTER LE MAR 





LEADS 


were distributed among Fidelity field men in 1918—the result of 
our direct mail advertising. This is agency co-operation on a 
vast scale and explains why we are writing more business than 


The Fidelity operates in 40 states. Full level net premium 
reserve basis. Faithfully serving insurers since 1878. Insurance 


~~ 


A Few Agency Openings for the Right Men 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 


TALBOT, Presidet 








Sample Policy of 
War Risk Bureau 


FULL TEXT OF PROVISIONS 





Dividends To Be Determined By Di- 
rector of War Risk Bureau 
With Glass Approval 





The Bureau of War Risk Insurance 
has sent out sample policies. The con- 
ditions, benefit and privileges condi- 
tions of the contract follow: 

Payment of Premiums 

1. Premiums are due and payable on 
the first day of each month in ad- 
vance in legal tender of the United 
States of America to the Treasurer of 
the United States in the City of Wash- 
ington, District of Columbia. 

remiums may be paid annually, 
semi-annually, or quarterly, in ad- 
vance, in which case the premium pay- 
able will be the sum of the monthly 
premiums for the period discounted at 
three and one-half per centum per 
annum. The discounted premiums for 
these periods are stated on the first 
page hereof. At maturity by death or 
otherwise, the discounted value at 
three and one-half per centum per 
annum of the premiums paid _ in 
advance beyond the current calendar 
month shall be refunded to the In- 
sured, if living, otherwise to the 
beneficiary. 

any premium be not paid when 
due, this policy shall become void ex- 
cept as hereinafter provided. 

Grace For Payment of Premiums 

2. A grace of the then current calen- 
dar month will be allowed for the pay- 
ment of any premium when due; dur- 
ing such grace the policy shall remain 
in force but the unpaid premiums shall 
be deducted from any settlement under 
the policy on account of any claims 
arising during such grace period. 

Reinstatement 

3. This policy, if it has not been sur- 
rendered for cash or for paid-up in- 
surance or if the extended insurance 
has not. expired, may be reinstated 
upon evidence of the insurability of 
the Insured satisfactory to the Bureau 
of War Risk Insurance, and upon pay- 
ment of all premiums in arrears, with 
interest at the rate of five per centum 
per annum, and the payment or rein- 
statement of any indebtedness which 
existed at the time of such default, 
with policy loan interest. 

’ Dividends 

4. This policy shall participate in and 

receive such dividends from gains and 


savings as may be determined and ap- 
portioned by the Director of the Bu- 
reau of War Risk Insurance with the 
approval of the Secretary of the Treas- 
ury. Any dividends so apportioned 
may be taken in cash, or left on de- 
posit to accumulate at interest, the 
rate of interest to be allowed on such 
deposits to be determined by the Sec- 
retary of the Treasury. 

Non-Forfeiture And Loan Provisions 


5. Non-forfeiture and loan provisions 
as follows shall be effective only after 
premiums for twelve full months have 
been paid—all values, reserves, and net 
single premiums being based on the 
American Experience Table of Mortal- 
ity, with interest at three and one-half 
per centum per annum: 

(a) Upon written request therefor 
by the Insured made while this policy 
is in force or not later than three cal- 
endar months after the due date of the 
premium in default, and upon com- 
plete surrender of this policy with all 
claims thereunder, the United States 
will pay to the Insured the cash value 
hereof. The said cash value at the end 
of any policy year for which premi- 
ums have been paid in full, if no in- 
stallments on account of total perma- 
nent disability have been paid, shall 
be the reserve, together with any div- 
idend accumulations left on deposit, 
less any indebtedness under this pol- 
icy. For each month within any pol- 
icy year, for which the premium has 
been paid, the reserve at the end of the 
preceding policy year shall be in- 
creased by one-twelfth of the increase 
in reserve for the current policy year. 

(b) If the policy has not been sur- 
rendered for a cash value, upon de- 
fault in payment of premium and upon 
written request of the Insured and 
complete surrender of this policy with 
all claims thereunder within three cal- 
endar months after the due date of 
the premium, the Bureau of War Risk 
Insurance will issue paid-up insurance 
for such amount payable in one sum 
at death as the then cash value will 
purchase when applied as a net single 
premium at the attained age of the 
Insured. Such paid-up insurance shall 
be without right to disability benefits 
but with right to dividends. 


(c) Upon default in payment of pre- 
nium and the expiration of the grace 
period, if the policy has not been sur- 
rendered for a cash value or for paid- 
up insurance, this poicy shall be ex- 
tended automatically as Term Insur- 
ance payable in monthly installments, 
without right to disability benefits but 
with right to. dividends, for such time 
from the date of default as the cash 








Are You Permanently Established? 


Write for Territory 
Pcnnsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE (CO. 


PHILADELPHIA 





ests of all members. 





A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in tice sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 








value will purchase when applied as a 
net single premium at the attained age 
of the Insured. The number of the 
monthly installments will in any event 
be the same as may then be payable 
hereunder. If there is no indebted- 
ness, the amount of the monthly in- 
stallments will be the same as may 
then be payable hereunder; and _ if 
there is an indebtedness, the amount 
of the monthly installments mentioned 
on the first page hereof shall be re- 
duced in the proportion which the in- 
debtedness bears to the commuted 
value of the monthly installments— 
said commuted value being determined 
upon the basis of interest at three and 
one-half per centum per annum. The 
extended insurance shall not have a 
cash or loan value. 

Default 

(d) At any time after this policy 
shall have been in force for one year, 
and before default in payment of any 
subsequent premium, upon written re- 
quest of the Insured, the United States 
will lend to the Insured on the sole 
security of this policy any amount 
which together with any existing in- 
debtedness shall not exceed ninety- 
four per centum of its then cash value. 
The sum advanced shall bear interest 
at a rate not exceeding six per centum 
per annum, the interest being payable 
annually, and at any time before de- 
fault in payment of premium may be 
repaid in full or in amounts of Five 
Dollars or any multiple thereof. Fail- 
ure to pay either the amount of the 
loan or the interest thereon shall not 
avoid this policy unless the total in- 


debtedness shall equal or exceed the 
then cash value. When the amount of 
the indebtedness equals or exceeds the 


cash value the insurance under this 
policy shall immediately cease. 

6. At the maturity of this policy by 
death or disability, any indebtedness, 
unless paid off in cash, shall be liqui- 
dated by reducing the monthly install- 
ment in the proportion which the in- 
debtedness bears to the commuted 
value of the monthly installments, as 
may then be payable hereunder. 

. This policy shall be incontestable 
from the date it takes effect, except 
for nonpayment of premiums, and is 
issued free of restrictions as to travel, 


‘residence, occupation, or military or 


naval service. 

8. If the age of the Insured has been 
understated, the amount of the insur- 
ance and the monthly installment shall 
be such as the premium paid would 
have purchased at the correct age; if 
over stated, the excess of premiums 
paid shall be refunded without in- 
terest. 


Total Permanent Disability 

9. Total permanent disability as re- 
ferred to herein is any impairment of 
mind or body which continuously ren- 
ders it impossible for the disabled per- 
son to follow any substantially gainful 
occupation and which is founded upon 
conditions which render it reasonably 
certain that it will continue through- 
out the life of the person suffering 
from it. Without prejudice to any 
other cause of disability, it is further 
agreed that the irrecoverable loss of 
the sight of both eyes, or the loss of 
both hands, or the loss of both feet 
shall be considered as total permanent 
disability within the meaning of this 
contract. 

Notwithstanding proof of total per- 
manent disability may have been ac- 
cepted as satisfactory, the Insured 
shall at any time, on demand, furnish 
proof satisfactory to the Bureau of 
War Risk Insurance of the continu- 
ance of such total permanent disabil- 
ity, and if the Insured shall fail to 
furnish such proof, all payments of 
monthly installments on account of 
such disability hereunder shall cease, 
and all premiums thereafter falling 
due shall be payable in conformity 
with this policy. Thereafter the pre- 
mium to be paid, and the cash values, 
paid-up insurance values, and loan val- 
ues shall be reduced so that the re- 
sulting premium and values shall bear 
the same proportion to the premium 
and values respectively, specified here- 
on, that the commuted value of the 
installments two hundred and_ forty 
less the number paid) bears to the 
commuted value of two hundred and 
forty installments. The extended in- 
surance values shall be modified ac- 
cordingly. 

Benefits Not Assignable 

10. The proceeds of this policy shall 
not be assignable, nor shall they be 
subject to the claims of creditors of 
the Insured or creditors of any bene- 
ficiary to whom the proceeds may be 
awarded, except claims of the United 


States arising under the War Risk 


Insurance Act. 
11. The proceeds of this policy are 
exempt from all taxation. 
Beneficiary 
12. The Insured shall have the right 
at any time and without the consent 
or knowledge of the beneficiary to 
change the beneficiary under this pol- 
icy within the class permitted by the 
War Risk Insurance Act or any sup- 
plement thereto. Such change shall 
not be valid unless and until it is re- 
corded in the Bureau of War Risk 
Insurance. The Insured may also ex- 
ercise any right or privilege given 





THE WESTERN AND SOUTHERN LIFE INS. CO. 


Organized 1888 


W. J. WILLIAMS, President 
The Largest Industrial Company 
West of the Alleghenies 


CINCINNATI, OHIO 
Also Issues All Standard Forms 
of Ordinary $500 to $10,000 





A Record of Thirty Years of Progress 
TEN-YEAR PERIODS 


Insurance Policies 
Assets in Force Income Issued 

Dec. 31—1888....... j . 
a SS ee 168-1097 onc. aes one 8 70102 $87,702 
a ; 2,916,539 39,303 485 1898-1907 ...... newevenns 10,551,857 1,139,235 
ee 14,v08.422 115,999,897 1908-1917 ........0eeeees 31,845,050 1,961,674 





AGENTS WANTED in the Principal Cities of Ohio, Kentucky, 
Michigan, Indiana, West Virginia and Western Pennsylvania 
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under the provisions of this policy 
without the consent of the beneficiary. 

If no beneficiary within the permit- 
ted class be designated by the Insured, 
either in his lifetme or by his last 
will and testament, or if the desig- 
nated beneficiary does not survive the 
Insured, or if such beneficiary survives 
but dies before receiving all the in- 
stallments payable, the Insurance shall 
be payable to such person or persons 
within the permitted class of bene- 
ficiaries as would under the laws of 
the State of residence of the Insured 
be entitled to his personal property 
in case of intestacy. If no such per- 
son survive the Insured, then there 
shall be paid to the estate of the In- 
sured an amount equal to the com- 


muted value of the monthly install- 
ments calculated on the basis of in- 
terest at three and one-half per 


centum per annum less any indebted- 
ness hereon. 

If after the maturity of this policy 
by death the permitted class of bene- 


ficiaries is exhausted before all pay- 
ments on this insurance have been 
made, the commuted value of the in- 


stallments remainnig to be paid shall 
be payable to the estate of the Insured. 


Change To Other Forms 


13. At any time within five years 
from the effective date hereof, upon 
complete surrender while in force, this 
policy may be exchanged, without 
medical examination, for a policy of 
the same amount, bearing the same 
date and based on the same age, on 
any plan issued by the Bureau of War 
Kkisk Insurance at a higher rate of 
premium, upon payment of the differ- 
ence between the reserve on the new 
policy and the reserve on this policy. 


Optional Settlement 


14. The Insured may select during 
his lifetime for a designated benefi- 
ciary the optional settlement set forth 
below, but notice of such selection 
shall not be valid unless and until it 
is recorded in the Bureau of War Risk 
Insurance. The Insured may likewise 
revoke his selection of the optional 
settlement, but such revocation shall 
not be valid unless and until it is re- 
corded in the Bureau of War Risk 
Insurance. At the maturity of this 
policy by death a designated benefici- 
ary may select the optional settlement 
set forth below. 

Settlement uder this option shall be 
considered full and complete settle- 
ment of all liability under this contract. 





MEMBERSHIP PLAN CHANGED 


tn 

Chairman A. C. Hegeman of the ex- 
ecutive committee of the Insurance 
Federation met in Utica with presi- 
dent and New York State organiza- 
tion officials and devised a plan for 
soliciting members. This plan will 
not interfere with those adopted by 
the Local Agent’s Associaton for so- 
licitation of members. Duplication 
will be avoided. At present some mem- 
bers do not wish to belong to both 
organizations. The new plan will 
make it possibe for them to belong 
to both. There will be no change in 
the fees or dues. 





LIBERTY LOAN MEETING 


Captain Archibald Roosevelt will be 
the principal speaker at a Liberty Loan 
meeting of life insurance men at the 
Bankers’ Club tomorrow at 11 o’clock. 





PRELIMINARY TERM BILL 
The bill to legalize preliminary term 
valuation in Massachusetts in estab- 
lishing life insurance reserves has 

Passed the Massachusetts Senate. 





SMALL COMPANIES PRAISED 


The Insurance Commissioners have 
found that the small companies came 
through the influenza epidemic sur- 
Prisingly well. They have extended 
them public congratulations. 


Flower Battleship 
Given To C. H. Ellis 


FEATURE OF AGENTS’ MEETING 





Pan-American Men Hear E. G. Sim- 
mons Ask Agents To Help 
Conserve War Risk 





At the third annual agency conven- 
tion of the Pan-American Life, just 
closed, a feature of the convention was 
the presentation to President Craw- 
ford H. Ellis of a modern battleship 
made entirely of flowers. The pres- 
entation was made by E. B. Bynum, 
of Dallas, on behalf of the Agents. 
Mr. Ellis responded and in welcoming 
the convention delegates took occa- 
sion to dwell especially upon the ef- 
fect of the World War and influenza 
on life insurance. 

E. G. Simmons, vice-president and 
general manager, urged the agents of 
the Company to aid the War Risk 
sSureau in every way in conserving 
Government insurance. He told them 
he would expect them to take as deep 
an interest in preventing lapsation of 
Government insurance as they did the 
business of their own Company. He 
also urged them to seek insurance 
among men of younger ages in order 
to reduce the average age, as he felt 
this was a matter of great importance 
to the Company. 

L. S. Brown of Pittsburgh, Pa., was 
elected permanent chairman and _ pre- 
sided at the meetings of the Conven- 
tion. Mr. Brown’s keen sense of 
humor was a contributing factor and 
his happy manner of introducing the 
different speakers stimulated interest 
in the sessions. 

J. E. Woodward, Secretary, spoke on 
“Home Office Service.” He told how 
the agent could be of material assist- 
ance to the Home Office in its effort 
to always give the man in the field 
the best possible service. Mr. Wood- 
ward’s position with the Company has 
been recently broadened. His activi- 
ties now extend to the Agency De- 
partment and the agents were pleased 
with the opportunity of getting in 
closer touch with him. 

Dr. Marion Souchon, medical direc- 
tor, told of the great work that could 
be done by the life agent in assisting 
conservation of health, moulding pub- 
lic opinion and disseminating informa- 
tion about health sanitation. 





TOPICS AT PITTSBURGH 





Business Insurance, Government War 
Risk, Inheritance Tax and Sys- 
tematic Selling Plans 





Among the topics which will prob- 
ably be discussed at the convention of 
the National Association of Life Un- 
derwriters, which will meet in Pitts- 
burgh September 29, 30, and October 1 
next, are “Business Insurance,” “In- 
come Insurance,” “Government Life 
Insurance,” “Best Methods of Closing,” 
“Inheritance Tax Arguments,” “Thrift” 


and “Insurance for Women.” 
Among the topics suggested for 
Sectional Meetings are: “The Selec- 


tion of Agents,” “Insurance for Scat- 
tered Sections,” “Industrial Selling 
Helpful in Ordinary Selling,” “Ordi- 
nary Insurance as a Feeder for Indus- 
trial Business,” “Daily Reports,” Best 
Methods of Training for Life Insur- 
ance Men,” “Best Written Forms or 
3riefs for Presenting Life Insurance.” 





“DEXTER YEAR” 


The managers of the Mutual Life 
Insurance Company have decided to 
term the year 1919 “Dexter Year” in 
recognition of their high regard for 
Mr. George T. Dexter and the way in 
which he has conducted the Agency 
Department of the Company. 


A COMMENT BY NORTHWESTERN 
Wonders If Personal Liability and Un- 
employment Insurance Will Be 
Added to Life Business 


Under the heading “Where Will It 
End?” the Northwestern Mutual Life 
comments on the new disability features 
of the companies, including the issu- 
ance of a life policy with a triple in- 
“We cannot 
imagine what new realms remain to be 
conquered unless some one 
should figure out that personal liability 
tacked on to the life business.” 
and unemployment insurance 


demnity clause, and says: 


possibly 


can be 





More 
Power 
To You 


The more push there 
is behind you the more 
power you have. We 
furnish the push. This 
push is the help we 
give our men. No 
other life insurance 
company does as much 
to insure the success 
of its Field Force. Ask 
any Bankers Life man 
or write 


Bankers Life 
Company 


DES MOINES 





HOME LIFE 


INSURANCE CO. 
(Purely Mutual) 

256 BROADWAY, NEW YORK 

GEORGE E. IDE, President 





€ 

The 59 Annual Report of the 
Home Life Insurance Company 
shows over Four Million Dollars 
paid to policyholders in 191 of 
which over Seven Hundred ou- 
sand was in dividends. _ The in- 
fluenza pneumonia epidemic caused 
an abnormal mortality greater than 
any experienced in the Comeany 
history, but notwithstanding this 
the assets show an increase of 
more than 4% and are now over 
Thirty-Six Million Dollars 


The total insurance in force was 
increased during the year 8.6% and 
is now nearly One Hundred and 
Fifty-Nine Million Dollars, 





For Agency apply te 


GEORGE W. MURRAY, 
Supt. of Agents. 


256 Broadway, New York, N. Y. 

















Build Your Own Business 


under our direct general agency contraet 
Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pase’t 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 








THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 
Incorporated 1851 


W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 


Ambitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Agencies 
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IN THE CENTER OF THE U.S. A. 



































is located a big, vigorous, and growing in- 
stitution of Life Insurance. 


Our geographical location enables us to 
render exceptional service to our policy- 
holders and field force. 


Over $180,000,000 of insurance in force. 


Investigate for yourself. 


Missouri State Life Insurance Company 


St. Louis, Missouri 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 





An insurance policy on 
Mortgaged which a loan is outstand- 
Life ing is a mortgaged pol- 
Insurance icy, says the Travelers. 
The amount of protection 
is diminished by a prior claim, and 
the habit of allowing a loan to run on 
indefinitely paves the way for the 
lapse of the policy. The expense of 
interest, in addition to the premium, 
and the feeling that in spite of the in- 
creased cost the value of the policy is 
lessened, has a discouraging effect. 

Show your policyholder as tactfully 
as possible that his best interests argue 
against mortgaging his insurance, at 
least, induce him to make the loan as 
small as possible. 

A competent critic has stated that 
one of the serious defects in the pres- 
ent system is that after a loan is made, 
no one ever asks for payment, and the 
insured lets the loan run on when he 
can easily pay it. The failure to repay 
is probably as much the fault of the 
company and the agent as the policy- 
helder. 

Here is one of the ‘excellent fields 
for conservation. A great amount of 
time and energy has been spent in se- 
curing this business, a tithe of which 
spent in keeping in touch with the 
policyholder would preserve it. 

A large number of borrowers could 
be persuaded to pay off their loans in 
full now, or by partial payments, if the 
matter were taken up with them and 
it were courteously explained that they 
were really borrowing from their 
wives and children, and that nothing 
was more important than to keep in- 
tact the original protection which 
might possibly be the only resource of 
the family in case of death. Few men 
would turn a cynical ear to such an 
appeal. 

There are many ways in which you 
can be of real service to your policy- 
holders and this is one of them. A 
customer is always a customer, and he 
is always a prospect. Keep in touch 
with your policyholders. Study ways 
in which you may be of real service 
to them and when they take more in- 
surance it will come your way. 

* * * 

The agency manager 
The Agency should not be domineer- 
Manager’s§ ing. What then are his 
Qualifications qualifications? As Vice- 

President Curtis, of the 
National Casualty sees it, here is the 
answer: 

“Diplomacy and co-operation are the 
best methods. He must be big enough 
and fair and square enough to give and 
take cheerfully just criticisms of his 
associates and the company officials. 
He must be alert and strong enough to 
avoid the possibilities of re-current 
criticisms, which indicate either care- 
lessness or indifference. He must be 
morally strong enough to manage the 
business morals of his subordinates, 
because the public will measure the 
general agent and the company’s rep- 
utation by the tape line of respect 
or disrespect, for the “General” and 
his subordinates. He must be cautious 
and conscientious in the fulfillment of 
every promise, keeping in mind that 
his promises are contracts, minus, of 
course, legal technicalities in writing. 

Psychology and diplomacy are very 
essential qualifications in the make-up 
of a general agent. In selecting his 
office force and field sub-executive, he 
must watch them with scrupulous care 
or the efficiency of his genius other- 
wise will all be lost. The building of 
an efficient office staff to run without 
friction is the most difficult task in 
the upbuilding of any business. If the 


general agent treats his sub-agents 
and office force in a co-operative man- 


ner, he gains his loyalty and confi- 
dence. Such a force is his most val- 
uable asset. 

He must be as big as his job, and if 
he is, he will be impervious to his 
competitors’ knocks and other knock- 
ers. The bigger he is the more numer- 
ous will be his knockers and the easier 
it will be for him to ignore them, be- 
cause he will realize that their knocks 
are boosts, if he does not retaliate. He 
must play the game hard, fast and ab- 
solutely on the square. He should not 
feel handicapped or embarrassed for 
lack of a college education. Let him 
keep in mind that the most successful 
business men of this age, or in the 
past, are the self-made ones. In fact, 
a man’s business education does not 
begin until after he has graduated 
from college. The man who knows his 
business, is industrious, diplomatic and 
dependable and will make a successful 
insurance agent. The fellow who is 
egotistic, indifferent and unreliable is 
a failure in any business. General 
agents in the health and accident busi- 
ness are frequently confronted with 
numerous complications in the under- 
writing, claims and accounting depart- 
ments of the agency. They must be 
temperamentally conditioned to dis- 
pose of all such problems without in- 
jury to the business. 


+ ” * 
The wealthy man, in 
The the past, has been the 
Wealthy Man most difficult proposi- 
And tion for the life insur- 
Inheritance ance agent. Protection, 
Taxes in the sense of bread 


and butter for his fam- 

ily, had no appeal, and it has not been 
by any means easy to show a success- 
ful man that life insurance had any 
great merit as an investment, or asa 
material portion of his estate. 

Business insurance and income in- 
surance have made considerable head- 
way among this class, and now the 
Federal and in many cases, the State 
inheritance taxes come along, and 
furnish an unassailable argument for 
the agent to use with his wealthy 
prospects. 

The present Federal Estate Tax be- 
came effective February 25, 1919, and 
applies to the estate of every decedent 
dying after the passage of the Act. 











heritance taxes. 








Ask the Biggest Life 
Insurance Men In 
the Country 


If you want to find out the inesti- 
mable value to them in their work 
of the Shanbacher Research Charts 
covering the Federal and State in- 


you to sell men of means who here- 
tofore were not even approachable 
on the subject of life insurance. 

Mr. Shanbacher has completed the revision 


of his charts as effected by the new revenue 
act and they are now ready for distribution. 


For further information address 


The Eastern Underwriter 


Sales Agents 
NEW YORK CITY 
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Section 402 provides that the gross 
estate of the decedent shall include all 
property, real or personal, tangible or 
intangible, wherever situated, and par- 
agraph F specifically includes the 
following: 

“To the extent of the amount re- 
ceivable by the executor as insurance 
under policies taken out by the de- 
cedent upon his own life; and to the 
extent of the excess over $40,000 of 
the amount receivable by all other 
beneficiaries as insurance under poli- 
cies taken out by the decedent upon 
his own life.” 


The Northwestern Mutual Life’s in- 








Issued its first 


surance. The 





“The Oldest Company in America” 


Three leadership achievements of the Mutual Life:—The American 
Experience Table of Mortality, the corner-stone of modern life in- 
“contribution plan” 
most universally by American companies The Continuous Instal- 
ment policy, the basic form of all Life Income contracts. 


“Mutual Life’—known in every household. 
and service, notable financial strength, co-operation with agencies. 
Life Insurance at its best!—the Agent’s desire and ideal. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 


Policy in 1843 


of surplus distribution, used al- 


Unexcelled policies 

















terpretation of this section is that all 
personal life insurance payable to the 
executor or the estate of the insured 
must be included in making up the 
amount of the gross estate and that 
all personal insurance in excess of 
$40,000, payable to individual benefici- 
aries, must also be included in the 
amount of the gross estate. 
* ok * 

Have you made a list of the 
Do You partnerships in your town 
Know or region? asks “Points,” 
Them? published by the Mutual 

Life. Do you know which 
of them have insurance and which 
have not? Is the representative of 
any other company getting their busi- 
ness? Business life insurance is not 
sol dhaphazardly. It must be gone 
after in workmanlike manner. The 
agent should have the field of part- 
nerships, or as large a part as pos- 
sible, carded and under his eye. Names 
and ages of partners, and the relation- 
ship of each to the firm in respect to 
its financial or technical or other de- 
pendence on him; financial rating; 
last financial statement; family of each 
partner; possible enlargements’ of 
plant or extension of selling field— 
information such as this the special- 
ist in business insurance endeavors to 
obtain. And he goes still further: he 
acquaints himself with she provisions 
cf partnership agreements, the cus- 
tomary and the uncommon, and with 
the elements of co-partnership law. 

This sounds like a mountainous task, 

but it isn’t. Just as you are more suc- 
cessful in interesting the individual, 
and in fitting the policy to his needs, 
if you thoroughly know his circum- 
stances, in the same proportion will 
you be successful with partnership in- 
surance—also corporation insurance— 
if you thoroughly know the circum- 
stances. And a first-class fight for a 
difficult piece of business life insur- 
ance is a joyous combat, and it pays 
well in development of the salesman’s 
power, in financial compensation, and 
in life insurance service. 
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J. G. Batterson Returns 
From Trip To France 


WENT FOR N. Y. ATHLETIC CLUB 


Recipient of Many Courtesies From 
General Pershing And Others; 
Met Many Celebrities 


J. G. Batterson, New York resident 
manager of the Travelers, has returned 
from Europe after a most interesting 


trip. He sailed for Europe on January 
7. Mr. Batterson traveled 350 miles 
through the sector where the Amer- 


icans fought, including St. Mihiel and 
the Argonne Forest, also visiting 
Verdun. He was provided with a guide 
by General Pershing. 

Mr. Batterson went to Europe as a 
member of the Army and Navy Com- 
mittee of the New York Athletic Club, 
having been sent by the club to see 
what it could do to make life more 
pleasant for the doughboy ‘by provid- 
ing athletic outfits, etc. Mr. Batter- 
son carried with him to France the 
glove which the famous aviator, Guy- 
nemer, autographed before his death, 


and for which the Travelers success- 
fully bid at a Liberty Loan meeting 
in the Metropolitan Opera House. 
Among the men met by Mr. Batterson 


abroad were General Pershing, who 
showed him many courtesies; Vene- 
zelos, Ambassador Jusserand, Ambas- 
sador Sharp, Sir Robert Jorden, 
Charles M. Schwab, Admiral Benson 
and Samuel Gompers. 


Mr. Batterson said that baseball 
will continue to be the American Na- 
tional game; British and French do 
not care for it. 


PRESIDENT CLARK’ STATEMENT 





Union Central Life’s Mortality for 
1918 89.24 Per Cent of 
Expected 





In a statement to policyholders of 
the Union Central President Clark 
said: 

“It is a matter of mutual congratu- 
lation that your company has success- 
fully passed through the trying period 
of the greatest war in history. 


“Nearly two hundred of its field and 
office men were in the service at the 
close of the war, and those who were 
not, devoted many hours in the sell- 
ing of bonds and thrift stamps, and in 
other volunteer war work. Sincere 
thanks are due to the Agency staff, 
which thus depleted has made a most 
creditable record. 

“The direct effect of the war and 
influenza is reflected in the mortality, 
which was 89.24 per cent of the ex- 
pected—a rate never before experi- 
enced. Only $116,703 were lost from 
violence, but $1,534,144 were lost 
through the epidemic. 


“Although handicapped by this se- 
vere experience, the rate of 434 per cent, 
paid on death losses from the date of 
death to that of payment, and upon 
all other deposits due policyholders, 
will be continued. 


“The experience of an extraordinary 
year has only increased confidence in 
the superb character of the Company’s 
assets.” 





APPOINT GEORGE W. KNIGHT 


George W. Knight has been appoint- 
ed by the Mutual of Canada as its 
agency organizer for the Province of 
Quebec, excepting Montreal. Mr. Mc- 
Knight has lately been on the Mont- 
real staff of the company, prior 
which he served as a lieutenant in the 


R. A, F. 


to 


Commissioners Met In 


St. Louis This Week 


UNION CENTRAL STOCK INCREASE 





Referred To Committee On Examina- 
tion Without Discussion; Commis- 
sioners Against State Funds 


(By Tel. to THe Eastern UNDERWRITER.) 

St. Louis, April 15.—The question of 
the increase in capital stock of the 
Union Central Life Insurance Com- 
pany was brought up at the meeting 
to-day of the Convention of Insurance 
Commissioners. There was no discus- 


sion and the matter was referred to 

the Committee on Examinations. 
Strong resolutions were passed by 

the Commissioners against State in- 


surance funds. 

The matter of reserves and special 
funds of casualty companies was re- 
ferred to committee on assets. 

The committee on blanks set May 12 
as the date for their meeting at Hotel 
Manhattan, New York. 


Against State Funds 
the meeting in 
Louis widespread 
desire on many labor 
leaders to insurance on 
industrial accidents to monopolistic 
State funds was discussed and the 
convention went on record as follows: 
First—That the scale of benefits to 
the injured workmen depends only on 
the terms of the compensation law, 
which in turn reflects the sense of 
social justice in the community. 

Second—There is no assurance of 
speedier settlements from State funds, 
but on the contrary prompt settle- 
ments will be better secured by leav- 
ing the field of insurance open to 
competition. 

Third—That competition between all 
forms of insurance, not only gives the 
employer full liberty o fchoice in in- 
surance protection, to which he is en- 
titled, but it also develops the science 
of accident prevention and educates 
the employers to full utilization there- 
of, because the self-interest of the in- 
surers forces them to be active in ac- 
cident prevention. 

Therefore, be it further resolved, 
That this convention express its con- 
victions that the permanent interests 
of the employer and the employee are 
better served by compettive insurance 
rather than by State monopolistic 
fund in respect to safety of coverage, 
promptness of settlements and _ pro- 
gress in accident prevention, which is 
benefits 


Commissoners’ 
this week the 
the part of 
confine the 


At 
St. 


one of the main to the 
employee. 

Frank M. King, of Ft. 

A Monthly Wayne, Ind.,_ recently 

Income used the following meth- 

Presentation od of presenting the ad- 


vantages of monthly in- 
come insurance. He was talking with 
the head of a large retail store who 
had some insurance in other compa- 
nies payable in a lump sum but who 
had never been interested in Mr. 
King’s proposition of additional pro- 
tection under a monthly income plan 
in the Mutual Benefit. 

“Mr. — , lam wondering whether 
it would be practical for you to change 
your present system of paying your 
employees each week and pay them 
once a year, say on January Ist? 
Would not such a plan result in a large 


savings to you in expense? 


Mr. ——— laughingly replied, “Well, 
Mr. King, I suppose we would save 
considerable money by such an ar- 
rangement, but even assuming that 


our employees would stand for it, I 
greatly fear that by March Ist of each 
year they would have to put up soup 
kitchens in the streets. I feel sure 
that the average employee would spend 
his year’s salary long before the end of 
the year, and for the balance of the 
time he would be in a most unhappy 
situation.” 

“Mr. ———, you have some insur- 
ance payable in one sum to your wife 


and two daughters and you have told 
me that you do not see the necessity 
oi carrying any additional insurance in 
the Mutual Benefit under the monthly 
income plan. Now, frankly, are you 
not doing for your family that which 
you would not think of doing for your 
eniployees? In fact, you are giving 
your family less favorable treatment 
than these suggested annual payments 
to your employees inasmuch as your 
life insurance comes to your family but 
once and then in one sum, for them to 
‘invest’ and care for in their financial 
inexperience and lack of judgment in 


such matters. Don’t you think there 
is danger that after a few years your 
family might be without the means for 
ordinary sustenance, unless you make 
them secure by providing a monthly 
income payable to each one of them as 
long as she lives?” 

This presentation made such « pro- 
found impression on Mr. - that 
Mr. King shortly afterwards secured 
his application for a large amount of 
insurance which was duly issued by 
the Home Office and promptly paid for 
by the insured. 





















Mr. Field Man: 
Do you know: 





surance; 


slogan is, and always has been, 
METHODS in its field work; 


other American life company ? 


system which makes this possible, 








That the NortHERN AssurANCE Company of letroit, Michigan, 
has lived up to all the traditions of the highest purposes of life in- 


That it stands for the highest ideals in underwriting and that its 


That it is writing more insurance per capita per agent than any 


If you are interested in knowing something of our Home OM e 


Address, CLARENCE L. Ayres, President, 













CLEAN MEN AND CLEAN 


we will be glad to hear from yur. 


DETROIT, MICHIGAN. 














Security Mutual Life 


Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 


Insurance Company 








1850 


Good men, whether experienced in 


Oftice, 277 Broadway. New Yo « 


FINANCE 
COMMITTEE | WILLIAM H. PORTER, Banker 


THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
ISSUES GUARANTEED CONTRACTS 
fe insurance or not, may make direct contracts with thie 
Col ny. for a limited terri if desired, and secure for themselves, in addition to first year’s com- 
mnbuslony @ renewal interest he an income for the future. Address the Company at ite Home 


JOHN P. MUNN, M. D., President 
{CLARENCE H. KEASEY, Pres. Tithe Guarantee and Trast Co 
EDWARD TOWNSEND, Pres. importers and Traders Nat, Rank 


1919 











Southwestern Life Insurance Co. 


Home Office, DALLAS, TEXAS. 














NIAGARA LIFE BUILDING 








Mohawk Cor. Franklin Street, Buffalo, N. Y. 


The Combined 


Life, Sickness 


and Accident 
policies, sold only by the 


Niagara Life Insurance Co. 


(WILLIAM H. CROSBY, President) 


Protects the insured and his 
dependents. 


Live wire reliable agents may 
obtain very favorable 
contracts 





Communicate with 


E. H. BURKE 
Vice-Pres’t & Gen’l Manager 


BUFFALO, N. Y. 
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5, 1907, at the Post Office of New York, 
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MARINE INSURANCE CHANGES 
This year has been prolific in 
changes in the marine insurance dis- 
trict in New York City, prominent 
among them being the resignation of 
the former O. G. Orr & Co. office of 
the marine agency of the American 
Eagle, Continental and the Fidelity- 
Phenix, the formation of the new Ma- 
rine Office of America; in which the 
above mentioned companies among 
others are now represented; the con- 
nection of Albert Ullman with the 
American Equitable Assurance Co., 
the formation of the Columbian Under- 
writing Agency, of which Mr. Ullman 
is president; and the organization of 
the Maritime Underwriting Agency, at 
the head of which office was placed 
J. Scofield Rowe as president. Then, 
too, a number of new companies have 
entered, been organized, or are under 


way. 
Two changes of interest announced 
during the past week are the resigna- 


tion of J. J. McGivney as marine sec- 
retary and underwriter of the Auto- 
mobile Insurance Co. of Hartford, and 
the announcement of his association 
with the Maritime Underwriting 
Agency as vice-president, and the re- 
turn of C. R. Ebert to the Automobile 
Insurance Co. of Hartford, as manager 
of its marine department, succeeding 
Mr. McGivney. As will be recalled 
Mr. Ebert was connected with the 
Automobile Insurance Co. of Hartford 
when that company opened its New 
York marine office, leaving. to become 
associated with the American Equit- 
able Assurance Co. when Mr. McGiv- 
ney was transferred from Hartford to 
New York. 

*The year has also developed a num- 
ber of interesting real estate deals, 
including the purchase of property in 
Seaver Street by the Merchant Ma- 
rine, together with the announcement 


that a new building will be erected 
by that Company; the purchase of 


property by Chubb & Son in the ma- 
rine insurance district, which will give 
them more space; and the taking over 
by Willcox, Peck & Hughes of the 


building they occupy. 





CONCRETE SHIPS 


The International Concrete Ship 
Association of New York City has 


written to THE EAsterN UNDERWRITER 
objecting to the attitude of some ma- 
rine insurance men in opposition to 
the concrete ship. The position as- 
sumed by some underwriters is that 
the problems encountered in calculat- 
ing the strains of a concrete ship are 
without rules to go by. The Interna- 
tional Concrete Ship Associaton says 
that this assumption is wrong; that 
its engineers are able to estimate these 
strains. Continuing the association 
says: 

There is no need of the underwriter 
taking any risks whatsoever when it 
is possible to have the ships classified 
by engineers who have gone into this 
matter and studied it from a scien- 
tific standpoint. 

The concrete craft is one monolithic 
bond, does not leak, has no vibration, 
no sweating, and fire in its hold to a 
temperature of 2,000 degrees will not 
affect the concrete craft as it is built 
to-day. . 

We are making concrete three times 
as strong and with only two-thirds the 
weight of six months ago, and also 
making special steel reinforcing in 
order to eliminate as much steel as 
possible in the construction and there- 
by help to make its deadweight carry- 
ing capacity equal to that of steel. 

With good engineering practice, 
there is no danger of making a fail- 
ure in concrete craft construction, and 
as we understand all the strains that 
vessels or floating craft are subject 
to. To find out these strains, we are 
using for the first time in the history 
of the world instruments aboard ves- 
sels for measuring all the strains at 
different. points so that an engineer 
will be able to figure out within safety 
all these problems of construction that 
heretofore have been arrived at by 
various other methods. 

We are also taking all curved mem- 
bers, panels and frame members, and 
making special tests so we know what 
strains they will stand when placed 
into position. We are also making 
everything special that goes into the 
craft so that the craft will be chem- 
ically built from a proper analysis 
known to the engineering world. 

Nearly all other countries are lead- 
ing us in the concrete craft. England 
has built about 250 units, France in 
the neighborhood of 300, Italy and 
Spain are building in large quantities, 
and Sweden, Norway, Australia, New 
Zealand, China, Japan and _ South 
American countries are doing consid- 
erable concrete construction and with 
a large future program along that line. 





JOINS BREWSTER-UPTON, INC. 


Captain L. Edward Shaw has been 
elected 2nd vice-president of Brewster- 
Upton, Inc., 55 Liberty Street, having 
returned to that office after 15 months 
service in France. Before’ going 
abroad he was with J. N. S. Brewster 
& Co. as automobile manager. He has 
resigned his connection with that firm 
to assume his new duties. Captain 
Shaw was formerly automobile man- 
ager for the North America, with 
Platt & Farnum. He went to France 
with the 36%h Infantry and while 
there was in command of the Third 
Machine Gun Company. He saw 7 
months continual fighting with the 
French army, was gassed during the 
September offensive, and was cited 
three times, receiving the Croix de 
Guerre. 





GAUVIN AGENCY CHANGE 


The Gauvin Agency no longer rep- 
resents the Metropolitan automobile 
department of the Continental, effec- 
tive April 12. 





LIFE MAN A BANKER 
Charles F. Junod, formerly with the 
Northwestern Mutual, is now vice- 
president of the Atlantic Bank, New 
York City. 


THE HUMAN SIDE OF INSURANCE 














FREDERICK W. DAY 


Frederick W. Day, whose appoint- 
ment as manager of the Royal is an- 
nounced elsewhere in this paper, was 
snapped some time ago by a photog- 
rapher for THe Eastern UNbERWRITER, 
while he was attending a gathering 
of New Jersey insurance agents. This 
cut is a reproduction of the snapshot. 


* * * 


E. G. Richards, former United States 
manager of the North British & Mer- 
cantile, was given a dinner on Tues- 
day night at the Union League Club 
by the officials of the Company. His 
successor, C. F. Shallcross, was one 
of the guests. Foreign Fire Manager 
Sinclair paid Mr. Richards this tribute: 


“Mr. Richards has faithfully and honorably 
served the North British & Mercantile for 
practically twenty years, and during that 
long period there has been built up under his 
supervision and control an organization and 
business which, although it may be less in 
volume, is second in its completeness to that 
of none of its competitors in the United States. 
I do not propose to enter into details of the 
company’s plans further than to say it is the 
outcome of Mr. Richards’ ideas and methods, 
and one of which the directors at home are 
proud—so much so that they look forward to 
its continued progress along the sound lines 
which have _ characterized its development 
under Mrr. Richards’ management. 


“The North British & Mercantile’s directors 
considered themselves fortunate when they 
secured Mr. Richards as their United States 
manager, and I am equally certain that each 
of those under his supervision on this side of 
the Atlantic, in that they have felt the benefit 
of his kindly influence in advice or assistance 
or criticism, consider themselves similarly 
favored. It cannot be denied that even al- 
though he upheld his opinions, in which he 
does not ike to be bowled out, and is strong 
in their defense, his is a kindly, sympathetic 
disposition and he is sufficient of a man to 
adopt the suggestions of others when they 
seem for the better. His is a broad, generous 
mind with a keen perception of what lies be- 
hind the surface as well as the development 
of men and things in general and a more hon- 
orable, upright, cleaner, loving friend, I think 
I am safe in saying does not anywhere exist. 


“There are many lessons we may all learn 
from Mr. Richards’ successful and interesting 
career, although it may be too late on the 
part of some of us to adopt them, for the 
world to-day has a tendency to be run by 
younger men, But the outstanding features 
are his strict attention to his duty, a pleas- 
ant and agreeable way of saying even what 
might upset some, a firm and dignified man- 
ner without any attempt to become egotisti- 
cal, and a _ consideration for others more 
marked than_is to be found in the average 
individual. I sincerely hope Mr. Richards’ 
successor, whom we have with us to-night, 
may as ably fill his shoes. My personal opin- 
ion is that he will not only do so for the 
company and companies with which he be- 
comes connected after long allegiance to a 
strong competitor, but that he will continue 
the development of the work Mr. Richards 
started, and pursue an equally satisfactory 
policy even although he has a quite unusual 
standard to work up to.” 


Ray B. Smith, chairman of the or- 
ganization committee of the Excelsior 
Insurance Company, to which has re- 
cently been issued a charter, and will 
begin business with $200,000 capital, 
has been in an Albany hospital with 
a broken leg. 

* * * 


O. W. Kleppe, recently appointed 
agency secretary of the Equitable Life 
Assurance Society, entered the serv- 
ice of the Society in 1888, starting in 
the Auditing Department, and was for 
many years one of the Auditor’s chief 
assistants. In 1907 he was transferred 
to the Agency Department; in 1914 
was appointed Assistant to the Super- 
intendent of Agencies, and is a mem- 
ber of the Agency Council. Mr. Kleppe 
has a thorough knowledge of our busi- 
ness and handles many details con- 
nected with new insurance, mainte- 
nance of agencies, and procedure in 
matters relating to the Agency organ- 
ization of the Society. 

e * * 


J. Herman Ireland, president of the 
Home Life’s Agency Association, has 
been with that Company for eighteen 
years. He was born in Maryland in 
1864, is a graduate of Shrewsbury Acad- 
emy, and, after considerable experi- 
ence in the field, became general agent 
of the Company in Maryland. His 
headquarters are in Baltimore. 

* * * 


Franklin P. Adams, the humorist 
who conducts a column in the New 
York “Tribune,” for which he is paid 
$10,000 a year, has been having lots of 
fun out of the Western Union Com- 
mittee which looked into the question 
of liquor stock underwriting. Mr. 
Adams wanted to know whether, if 
there were some siphons in a wet 
goods cellar, the property would be 
regarded as a sprinkled risk. Several 
insurance men wrote him letters and 
told him the correct expression was 
“sprinklered risk.” His retort was 
that when he was with the Nord- 
Deutsche, during his salad days as an 
insurance man, they called it “sprin- 
kled risks.” 

- 


Captain Rawdon W. Myers, secre- 
tary to the burglary department of 
the Aetna Casualty & Surety Company, 
who has been with the 26th Division in 
France, has returned to this country 
and expects to assume his former du- 
ties with that company by the first 
of May. 


* * * 


George B. Chandler, State Compen- 
sation Commissioner of Connecticut, 
has been elected secretary of the Con- 
necticut Chamber of Commerce 

* 

Frederick B. Merrels, attorney of the 
Travelers Insurance Company, has 
been elected a vice-president of the 
Congregational Club of Hartford. 

* * 


David R. Woodhouse, attorney - of 
the Hartford Accident and Indemnity 
Co., has returned to the office after 
two weeks’ sickness with influenza. 

* * * 

Donald G. C. Sinclair, superintend- 
ent of the Murray Hill District of the 
Metropolitan Life, will be the guest of 
honor at a dinner to be given at the 
Murray Hill Hotel on April 21, com- 
memorating his twenty-fifth anniver- 
sary. He is one of the most able life 
insurance superintendents in the 
country and has long been active in 
the Life Underwriters’ Association of 
New York. 7 7 = 

Charles D. Lakey, the veteran editor 
of “Insurance,” in closing an obituary 
appreciation of the late John R. Hege- 
man, said: “Good-bye, old friend, 
good-bye. We shall meet in the morn- 
ing. The morning is not far.” 




















April 18, 1919 


THE EASTERN UNDERWRITER 


13 








Comments On American 
Foreign Entry Plans 





VIEWS OF BRITISH NEWSPAPER 





Says Many Underwriters Feel There 
Is Enough Competition; Sees More 
Company Concentration 





The only comment which has been 
made to date relative to the sending to 
Europe of representatives of the 
American Foreign Insurance Associa- 
tion, for the purpose of studying con- 
ditons with the aim of American com- 
panies entering Europe, is published 
by “The Policy,” of London, which 
Says: 

“The note in ‘The Policy’ last week 
respecting the opening up here of 
branches of American companies fol- 
lows upon the efforts of American in- 
surance men to get their laws altered 
to permit of trading in foreign coun- 
tries. Doubtless there are many peo- 
ple who believe that we have quite 
enough competition for fire and ma- 
rine business among our own compa- 
nies without encouraging offices from 
foreign countries. There is something 
to be said for a stimulating effect of 
some outside competition, however. 

“The trend for the last few years 
has been for the further combining of 
interests, and it is quite a byword that 
some day in the near future there will 
not be half-a-dozen companies entirely 
independent of each other. Of course, 
each company claims that it will be 
one of the last six.” 


NO GAIN TO PUBLIC 





Failure of Agents To Insist Upon 
Prompt Payment of Premiums 
Deprecated By Company 





In discussing collections the New 
Hampshire Fire said this week: 

“There is no doubt that the collec- 
tion end of fire insurance local agency 
business is a weak point and that it 
is, on the whole, managed in a way 
that would not be tolerated in any 
other line of commercial enterprise, 
also that this is more the fault of the 
companies, the agent and the system 
than of the assured. 

“A desire to retain good-will is mani- 
fested by an aversion to the taking of 
any steps toward pressing the pay- 
ment of premiums within a reasonable 
time limit and the result is discourag- 
ing and unsatisfactory, without, as we 
believe, resulting in any great gain of 
respect or esteem from the insuring 
public. 


Knew Many Agents 


BEGAN AS AN OFFICE BOY 





Was Vice-President of Williamsburg 
City And Then of United 
States Fire 





Frank Howard Douglass, whose 
funeral was held on Saturday, in 
Brooklyn, was one of the long list of 
insurance men who spent their entire 
careers in New York City. Mr. Doug- 
lass went with the old Williamsburg 
City as an office boy when Edward 
Driggs was president. He worked 
himself up through various grades 
until he was made assistant general 
agent of the company. Later he 
was made general agent, and when 


Secretary Vanderhoef was lost on 
the “Titanic” he succeeded him as 
secretary. When the Empire State 
merged with the Williamsburg City 


ke was made vice-president of the lat- 
ter company, and when the Williams- 
burg City was merged in the United 
States, he was made vice-president of 
the latter company. 


Mr. Douglass’ work was in connec- 
tion with the agents who held him in 
high regard. One interesting angle on 
his career was his long acquaintance 
with some of these agents who had 
represented the Wilhamsburg City 
and who now represent the United 
States. He had a large circle of 
iriends in Brooklyn and was one of 
the Sons of the American Revolution. 


NO HOPE FOR H. E. BURDETTE 





Assistant Secretary of Orient In Hos- 
pital With Cancer of Throat; 
His Career 





The conditon of Harold E. Bur- 
dette, assistant secretary of the Ori- 
ent, who is seriously ill with cancer 
remains practically unchanged. No 
hope for his recovery is held out. Mr. 
of the throat at his home in Hartford. 
Mr. Burdette is a graduate of Worces- 
ter Polytechnic Institute in the class 
of 1900. He was formerly secretary of 
the Sprinkler Risk Department of the 
Southeastern Underwriters Association 
and was located at Atlanta. He came 
to Hartford some ten years ago. He 
has been a vice-president of the In- 
surance Institute of Hartford and has 
Leen closely identified with insurance 
educational work during his residence 
in Hartford. 








NIAGARA 


Fire Insurance Company 
ESTABLISHED 1850 


123 William Street, NEW YORK 
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-—THE AUTOMOBILE 


INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


CASH CAPITAL 


$2,000,000.00 


ASSETS 


$9,2 16,200.73 


LIABILITIES, EXCEPT CAPITAL 


$5,38 2,334.00 


SURPLUS TO POLICYHOLDERS 


$3,833,866.73 


LINES WRITTEN 


FIRE MARINE WAR RISK 

TORNADO WIND STORM MAIL PACKAGE 

RENTS LIGHTNING TOURIST BAGGAGE 
PROFITS EXPLOSION SPRINKLER LEAKAGE 
HULLS COMMISSIONS USE AND OCCUPANCY 
CARGOES AUTOMOBILES INLAND MARINE 
FLOATERS LEASEHOLD INLAND TRANSPORTATION 


REGISTERED MAIL 


Affiliated with 
ZETNA LIFE INSURANCE CO. 
JETNA CASUALTY & SURETY CO. 
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Security 
Resources ample for 
all obligations. 


North British 
and Mercantile 
Insurance Co. 


ESTABLISHED 1809 


Service 
Expert advice on in- 
surance problems. 


CECIL F. SHALLCROSS, Manager 


UNITED STATES BRANCH 
76 William St., 


NEW YORK CITY 


Fire, Tornado, Automobile, 
Sprinkler Leakage, War Risk, 
Explosion and kindred lines 

















LEWIS & GENDAR, INc. 


NEW YORK CITY AGENTS 


Commonwealth Insurance Co. of New York 
New Jersey Insurance Co. of Newark 


ONE LIBERTY STREET, NEW YORK CITY 
Telephones: John 63-64-65 


BROOKLYN AND SUBURBAN AGENCY 
Northern Asse. Co., Ltd., of Eng. Firemen’s Ins. Co. of New Jersey 
Commonwealth Ins. Co. of N. Y. Globe & Rutgers Inc. of N. Y. 
United British Ins. Co., Ltd. of London 
New Jersey Ins. Co. of New Jersey 
Detroit F. & M. Ins. Co. of Mich. 


Employers’ Lia. Assce. Corp. of London 
Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 
Telephones: Main 6370-6371-6372 
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Automobile Agency 


NEW HARTFORD HOTEL 


Rules Discussed Insurance Men Principal Subscribers 


SPECIAL MEETING IN NEW YORK 





Vote To Continue Present Commission 
Plan In Excepted Cities; Situ- 
ation In New England 





Fifty executives representing mem- 
bers of the New England and East- 
ern automobile conferences, at a spe- 
cial meeting in New York, Tuesday 
voted in favor of continuing the pres- 
ent commission and agency rules in 
excepted cities and that efforts be 
made to bring into line those com- 
panies not now observing them. 

It was represented that in New Eng- 
land territory the Royal, Columbia, 
Security and Providence-Washington 
have refused to reduce commissions 
Lecause of agency arrangements of 
long standing. The New England de- 
partments of the Royal and Provi- 
dence-Washington were not” repre- 
sented, neither was the Columbia. The 
Security’s representative said that 
when he was notified of the new Con- 
ference rules he was also advised that 
some companies would not comply 
with them, and he said his company 
could not do so until the others should 
come into line. 

It was asked whether any other 
members now have commission ar- 
rangements of which the Conference 
is not advised. The answers were in 
the negative. A few representatives 
said that they could not answer this 
question as to Philadelphia and the 
New York metropolitan district. The 
question of where the Sun Office 
stands was brought up and two rep- 
resentatives of that company said 
that the company is in line. 

Walter Chase, Philadelphia, called 
attention to the constitution and by- 
laws prepared for the formation of 
a local automobile association, and 
said that so far the Conference com- 
mittee’s approal of them had not been 
obtained. He declared that the Phila- 
delphia commission and agency situ- 
ation is one for company executives 
to handle, not a committee. There will 
be another meeting April 22 to con 
sider the Philadelphia situation. 


PROMOTE VAN DOREN 





Davis, Dorland & Co. Representative 
Made Assistant Secretary; More 
Space For Corporation 


Clarence A. Van Doren, who for 
twelve years has been connected with 
Davis, Dorland & Co., Inc., 135 William 
Street, as manager of the marine de- 
partment and general solicitor, has 
been elected assistant secretary of the 
company. Mr. Van Doren has been in 
the insurance business for more than 
fifteen years. He is well and favor- 
ably known on William Street, and 
has always conducted himself in a 
manner which has called for commen- 
dation of the highest order from his 
legion of friends in the business. 


_The business of Davis, Dorland & 
Co., Inc., is expanding at such a rapid 
rate that it becomes necessary for 
them to secure additional space and 
on May 1 they take over the entire 
ninth floor of the building in which 
they are now located. THe Eastern 
UNDERWRITER is advised that some fur- 
ther interesting announcements in 
connection with this office will be 
made in the not distant future. 


TO BE CONFERENCE COMPANY 


The Bankers & Shippers, which is to 
operate an automobile department, in 
addition to writing other lines of in- 
surance, will be a Conference Com- 
pany. The Bankers & Shippers will 
business in all important 


transact 
States. , 


For Venture In Heart of 
Insurance Distrct 





Hartford, April 15.—Hartford is to 
have a new 500-room hotel, property 
for the edifice having been bought 
last week. ‘The building will be lo- 
cated in the heart of the insurance dis- 
trict and is a much needed institution 
to the insuranc fraternity and others 
who visit the great insurance center. 
It has been the usual program for in- 
surance men to find Heublein’s, the 
Allyn House, Bond’s, the Garde and 
other hostelries filled when they have 
visited Hartford. The insurance city 
has kept pace in population with the 
wonderful strides the insurance com- 
panies have made, and there has been 
a marvelous development in the city 
and surrounding country within the 
last decade. Insurance men are the 
piincipal subscribers to the stock of 
the new project. It is undertood that 
several insurance companies in Hart- 
ford will take a liberal block of bonds 
i the hotel. The building will face 
Bushnell Park and run adjacent to 
the beautiful new office of the Na- 
tional lie. 


LLOYD’S ASSOCIATION 


At the annual general meeting of 
Lloyd’s Insurance Brokers’ Associa- 
tion, in London, Charles Wright was 
re-elected chairman, and Russell Vai- 
zey was elected deputy-chairman. 
Messrs. G. N. Booker, L. W. Ham- 
mond, J. S. Robinson, and G. R. Stamp 
have retired .from the committee in 
accordance with the rules, and Messrs. 
H. J. Fk. Dumas, W. E. Hargreaves, W. 
3. Harris and J. Denis Choisy were 
elected to fill the vacancy. 


MRS. BISSELL CHAIRMAN 


Mrs. Richard M. Bissell, wife of the 
president of the Hartford Fire, is 
chairman of the Woman’s Liberty 
Loan Committee of Hartford. 


NORTH RIVER EXPANDS 

The, North River has taken all of 
floors six, seven and eight, at 95 Wil- 
liam Street, adding this space to its 
already large offices in that building. 
The company already has some space 
on the floors mentioned, but will with- 
in a short time occupy them entirely. 


RE-ESTABLISH FESTER FIRM 


The firm of Mund & Fester, which 
was established in Antwerp in 1874, 
has been reconstituted and will take 
up the business in Antwerp again un- 
der the title of Messrs. H. & R. Fes- 
ter, the partners being Henri Fester 
and Robert Fester. 


NEW YORK STATE DEPARTMENT 


HUMBOLDT FIRE OF PA. 


CAPITAL FIRE OF N. H. 


EUTONIA FIRE OF PA. 











100 William Street GENERAL AGENTS 


Ezcellent Facilities for Handling Suburban Business 





SCHAEFER & SHEVLIN 


FIRE and AUTOMOBILE INSURANCE 


New York, N. Y. 





Phones John 1167, 1168 
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GENERAL AGENTS 
95 WILLIAM STREET 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D. C. 


F. M. GUND, Mgr. Western Dept. 
Freeport, Illinois 


CRUM & FORSTER 


The North River Ins. Co., N. Y. 
United States Underwriters’ Policy, N. Y. 
Union Fire Ins. Co., Buffalo, N. Y. 


W. W. ALVERSON, Mgr. Pacific Coast Dept. 
San Francisco, California 


NEW YORK CITY 
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HANOVER 
the security 


FRED. A. 





THE LEADING FIRE COMPANY 
OF THE WORLD 
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FIRE INSURANCE COMPANY 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 


R. EMORY WARFIELD, President 


WILLIAM MORRISON, Asst. Sec’y 
HOME OFFICE 
Hanover Bldgzg., 34 Pine St. 


Metropolitan Distric 
100 WILLIAM STREET, NEW YORK 


HANOVER 


is an absolute assurance of 
of its policy. 


HUBBARD, Vice-President 
JARVIS, Secretary 


NEW YORK 
& CAIN, _, Agents 











Renresented at 
95 William Street, 


AGENTS FOR 
NEW JERSEY 


Phone, 447 John——588 Elizabeth 
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CLARENCE A. KROUSE & CO. 
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325 WALNUT STREET 


PHILADELPHIA, PA. 








PENNSYLVANIA 


NEW JERSEY 





SATISFACTION 
SERVICE 


ALL LINES 











307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 
PITTSBURGH, PA. 
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Lines Bound Throughout United States, Canada, Cuba and Mexico. 
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Can Solicit Patrons 
Of Former Employer 


SCOTT AGAIN WINS ACTION 





Supreme Court Justice Philbin’s Ver- 
dict Corresponds With Appellate 
Division’s Opinion 





Two courts have now rendered a de- 
cision defining the rights of a former 
employee of an insurance agency office 
to the effect that he cannot be pre- 
vented from soliciting business from 
customers of his former employees, if 
he does not use _ confidentia_ in- 
formation. 

The first decision to this effect was 
when Appellate Division reversed an 
injunction pendente lite granted by the 
Supreme Court in the case of S. W. 
Scott & Co., Inc., vs. Samuel W. Scott 
and the Scott Fire Offices, Inc. Sam- 
uel W. Scott founded S. W. Scott & 
Co., Inc., and after retiring from same 


he incorporated the Scott Fire Offices, 


Inc., for the purpose of soliciting brok- 
erage business. S. W. Scott & Co., 
Inc., then sought to enjoin Mr. Scott 
from soliciting former customers. They 
won in the Supreme Court, but lost 
in the Appellate Division. The trial 
of the case upon its merits took place 
before Justice Philbin of the Supreme 
Court and his decision follows: 

“The proofs submitted on the trial 
do not establish that the defendant 
fraudulently secured business by 
means of false representation, trick 
or device, after the severance of re- 
lations between the plaintiff and the 
defendant Scott. There is no substan- 
tial difference between the essential 





facts submitted on the motion and 
those established at the trial.” 
The Armitage Company, general 


agents of the Aetna Casualty & Surety 
Company, has just written a bond of 
$250,000, covering the workers and 
employees of the Metropolitan dis- 
trict of New York on the Victory Loan. 








BROKERS ACTIVITIES 





E. P. MURPHY MAKES CHANGE 





Insurance Engineer Now Connected 
With Kimball, Geery & Guthrie 
In New York 
E. P. Murphy, insurance engineer, 
is now with Kimball, Geery & Guthrie, 
123 William Street. This is a new 
brokerage firm. Mr. Murphy is one 
of the foremost insurance engineers 
in the country He was formerly with 
Hamlin & Co. and was for many years 
connected with the New York Fire 
Insurance Exchange. He has been ad- 
visory insurance engineer for many ~f 
the largest manufacturing concerns in 

the country. 

Warren Kimball has been active in 
the surplus line business. John Geery 
used to be with John Eckert & Co. 


and Mr. Guthrie was with Edwards, 
George & Co., Pittsburgh. 
2 
B. J. Alley, Inc. 

B. J. Alley, Inc., has been organized 
to succeed the Associated Mutual 
Agency, Inc. B. J. Alley and Henry 
Rosehaft are the incorporators. 

x ok * 
Going To Maiden Lane 

The Armstrong agency, now located 
at 100 William Street, will move to 
49 Maiden Lane, May 1. 

* * 


Take Place Of War Activities 

Reporters for the New York “Tri- 
bune” and New York “Times” have 
been visiting Wilmington, Bridgeport, 
and other cities which were large 
manufacturers of war supplies, which 
had a great war worker population, 
and which had contracts canceled by 
reason of the armistice. They found 
that most of the plants are being 
turned into manufactories of one kind 
or another, and noticed little com- 
plaint from peoples in the cities of 
falling off of business. 


———e’ 























Cash Capital, 


FAMOUS for FAIR DEALING 








These are the prime elements that go to make up 


fame, 


Fair Dealings in all things is first among the 
deeds of the FIDELITY-PHENIX—in point of 


time, the 
years, its 


standing as a 
goes to prove that the FIDELITY-PHENIX is 
by American 
in the 


recognized 
agents and 


“AMERICA FORE” 
Deeds, Time and Recognition— 


Company can count back sixty-six 
foundation dating from 1853—its 
foremost American Institution 


as second to 
American 


none 
Assureds. 
sum of its deeds, accumulated and multiplied 
through many years and accorded general recog- 
nition, that the FIDELITY-PHENIX enjoys its 


It is 


earned reputation—famous for fair dealing. 


$2,500,000 


CANADIAN DEPT.: 


PACIFIC COAST DEPT.: 
W. E. BALDWIN, Manager Insurance Exchange Bidg., C. R. 
17 St. John St., MONTREAL 


SAN FRANCISCO 


FIDELITY-PHENIX 


Fire Insurance Company of New York 
HENRY EVANS, President 
HOME OFFICE: 8 MAIDEN LANE, NEW YORK 


WESTERN 
STREET, Vice-Pres., 
137 S. La Salle St., 


DEPT.: 











Chicago 





The New Jersey Insurance Company’s New Schedule of Automobile Rates 


A Definite Premium and a Definite amount of Insurance for every Standard Car 


























CLASS ONE CLASS TWO CLASS THREE 
Full Cover Additional | Full Cover Additional Full Cover Additional 
NAME OF CAR Excluding for NAME OF CAR Excluding for NAME OF CAR Excluding or 
Theft Theft | Theft Theft “heft Theft 
ALLEN lA MERICAN | BREWSTER 
BRISCOE ICASE | CADILLAC 
BUICK CHANDLER | CUNNINGHAM 
CHALMERS | . | DANIELS 
CHEVROLET COLE DOBLE 
CROW-ELKHARDT [FRANKLIN FIAT 
DODGE [HAYNES H. A. L. 
DORT |HUDSON LANCIA 
ESSEX peneep ae LOCOMOBILE $0.60 $0.40 
ELGIN JORDAN MARMON 
HUPMOBILE /KISSELKAR MERCER 
INTER-STATE ‘MOON cFARLAN 
LEXINGTON $0.80 $2.70 | SATIONAI '$0.75 $0.90 | OWEN-MAGNETIC 
LIBERTY - ern ceniye i | PACKARD 
MAXWELL | PAIGE-DETROI PEERLESS 
METZ PREMIER PIERCE-ARROW 
MITCHELL /ROAMER | ROLLS-ROYCE 
NASH STANDARD WHITE 
OAKLAND palate peeve WINTON 
OLDSMOBILE STANLEY 
OVERLAND STEARNS | 
REGAL wereTenrs 
REO i ELECTRIC 
SAXON WILLYS-KNIGHT PLEASURE CARS _ [$0.60 $0.20 
SCRIPPS-BOOTH 
STUDEBAKER 
VELIE 
FORD $0.80 $4.20 





Twenty Per Cent reduction from theft rates on closed cars. 


RATES QUOTED ARE FOR EACH ONE HUNDRED DOLLARS OF LIST PRICE 





Specimen policies and Rate circulars furnished on request — 








CAPITAL, ONE MILLION DOLLARS 


~NEW JERSEY INSURANCE COMPANY 


NEWARK, NEW JERSEY 








16 


THE EASTERN UNDERWRITER 


April 18, 1919 





Day Made Manager of 
Royal Ins. Co. 
(Continued from Page 1.) 


his time for the general good of the 
business. He has served on many com 
mittees, on some of them as _ chair- 
man. He did a great deal in cement- 
ing the relationships between up-state 
agents ard the fire insurance compa 
nies, as chairman of the companies’ 
New York State committee. When 
chairman he made a number of trips 
up-state, at which he addressed local 
agents, his addresses being unusually 
well received. Another important 
committee of which he was chairman 
was the executive committee of the 
National Automobile Underwriters’ 
Conference. He held this office at a 
critical period in the life of the Con- 
ference, and did much to disentangle 
dificult situations. After joining the 
Royal Mr. Day was advanced through 
successive stages to the position of 
mspector of risks "in New York and 
Brooklyn, becoming special agent for 
the ge + York State when the late 
E. F. Beddale became manager of the 
New York department in 1888. In 1894 
Mr. Day was recalled to the New York 
othce and made agency superintendent. 
A new position of second assistant 
manager was created in May, 1900, for 
Mr. Day, and in 1903 he bec ame as 
sistant manager. 


Mackintosh Here for Seven Years 


Mr. Mackintosh was brought up in 
the Aberdeen office of the Roy: al; was 
transferred to Edinburgh ; and then 
was sent back to Aberdeen, to take 
charge of the office there. He came 
to New York seven years ago to assist 
Mr. Beddale, and his work has 


, ‘ i been 
irgely in connection with investment 
and legal matters. His widespread 


knowledge of the business in all angles 
makes him a very valuable man to the 
company, 

Career of Mr. Lewis 


Mr. Lewis when fifteen years old 
went to work for Proud & Campbell, 
managers of the Baltimore depart- 
ment of the Royal, hon consisting of 
Maryland, North Carolina, Virginia 
and the District of Columbia. He did 
all sorts of work in the Baltimore of- 
fice, including that of cashier and gen- 
eral utility man. In 1880 he came to 
New York and for a year was engaged 
in statistical work for the Royal. 
After that he became a local surveyor, 
and then for seven years worked in 
connection with the railroad depart- 
ment as an inspector. In 1901 he came 
back to the Royal as chief counter 
man; in 1904 he was made local secre- 


tary and in 1907 second assistant 
lianager. 
Mr. Pitcher Began In Broker’s Office 
Mr. Pitcher began his insurance ca- 
reer with the old insurance brokerage 
firm of Beecher & Benedict, now Bene- 
dict & Benedict, starting as a boy and 
becoming a placer He came to the 
Kkoyal to work in its railroad depart- 
ment at the New York office; was 
transferre. to New York City ‘work, 
:d was then made special agent in 
western New York He was brought 
back to New York City to become lo- 
cal secretary and was then made 
secretary. 

Experience of Mr. Quackenbush 
Mr. Quackenbush was born in Troy; 
was educated in the Starkwe ather 
Academy; and when eighteen years 
old took his first insurance position 
with the Northern. He began as a 
clerk, and after a time was made spe- 
cial agent in New Jersey and Penn- 
sylvania. From there he went to 
Weed & Kennedy, taking care of their 
Eastern business from their New York 
office. He joined the Aachen & Munich 
as special agent for the middle states; 
was later made general agent and then 
assistant manager. There was a spirit 
of bidding for his services when the 
Machen & Munich quit, the Royal’s 
offer proving the most attractive. He 
has few peers in his knowledge of 
eastern matters. 


J. H. TROWBRIDGE IN CHARGE 
J. H. Trowbridge is now in charge 
of the insurance office of the Food 
Administration Grain Corporation, 72 
Beaver Street, New York. The chair- 
man of the insurance committee is 
FF. H. Eggert, of Parsons & Eggert. 


N. W. Fellows has resigned from 
C. R. Ebert & Co. 


George H. Ross & Co. have been 
appointed Brooklyn and Long Island 
agents of the Columbian National. 
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INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH: 
54 Pine Street - New York 
WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 
PACIFICO DEPARTMENT: 


N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 
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THE HOME 


INSURANCE 


NEW YORK 


ELBRIDGE G. SNOW, President 


Sixty-six Year Record for Fair Dealing and 
Prompt Adjustment and Payment of Losses 


FIRE AND ALLIED BRANCHES OF INSURANCE 
Fire, Lighting. Automobile, Commissions, Explosion, 
Hail, Marine (Inland and Ocean), Parcel Post, Profits, 
Registered Mail, Rents, Rental Value, Riot and Civil Com- 
motion, Sprinkler Leakage, Tourists’ Baggage, Use and 
Occupancy, Windstorm, Full War Cover. 


STRENGTH REPUTATION SERVICE 


Cash Capital $6,000,000 






COMPANY 











“The Leading | 


L819 


TRE [INSURANCE 


WM. B. CLAKK, President 


One Hundred Years 


Losses Paid over $174,000,000 
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NORWEGIAN ATLAS INS. CO., Ltd. 


WEMPLE & COMPANY, Inc. 
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An Argument Against State Insurance 


By C. M. GODDARD, Secretary 


Exch 


Probably very few realize the mag- 
nitude of the problem of establish- 
ing and maintaining the proper rela- 
tivity of fire insurance rates on the 
infinite multiplicity of the various haz- 
ards of the risks in any territory con- 
taining such a diversity of industries 
as this Commonwealth. 

For this work, in the City of Bos- 
tcn alone, even with all the advantage 
of long training and with access to all 
the experience collected by our com- 
panies during an extended period of 
years, we find a force of thirty men 
is required. 

For the rest of this State, I have a 
force of between fifty and sixty at my 
disposal whose entire time 1s given to 
this work, and in addition, the eighty 
or more special agents of the compa- 
nies and the hundreds of local agents, 
all of whom do more or less work in 
cennection with rate making. 


10,000 Cards In Worcester Cabinet 


The tariff for the City of Cambridge 
alone is a book of 1,124 pages, and the 
cabinet of Worcester rates holds about 
10,000 cards. 

I might speak at great length as to 
insurance being a business of averages 
and wide distribution, a condition 
which cannot accompany any plan of 
State insurance, but I will rest con- 
tent with simply indicating what will 
be the penalty for disregarding this 
law of average and distribution. 

No class of insurance is so subject 
to enormous variations as is fire in- 
surance, and the whole foundation of 
our business fabric at once becomes 
jeopardized when you attempt to con- 
fine the indemnity for loss by fire to 
State beundarices. 


No State Fund Can Hold Up Under 


Conflagration 


If California, or Maryland, or IIli- 
nois, or Massachusetts had relied on 
State self-insurance, the conflagration 
losses of San Francisco, Baltimore, 
Chicago, and the group composed of 
3oston, Chelsea and Salem would 
have caused a financial panic, and no 
State fund could possibly be main- 
tained or raised which would have 
afforded the instant relief always nec- 
essary in such emergencies. 

The State is not likely to furnish 
any such prompt service as is now 
done by the various insurance compa- 
nies stimulated by competition. For 
example take the story of the Salem 
conflagration of June 25, 1914. The fire 
insurance companies were on hand 
and began paying claims the next day. 
In contrast to this, note that the State, 
which in June appropriated $100,000 
for the “starving sufferers,” did not 
authorize payment under that appro- 
priation until the first of September. 


of the 


New England Insurance 


The idea that the State should take 
up the insurance of the property of 
all its citizens ought only to be ad- 
vanced to become at once self-evident 
that it is impracticable. Taxation 
might be levied to accumulate a fund, 
but no State would consent to accum- 
ulate $500,000,000 against the conflagra- 
tion which might never happen, and 
yet that amount might be needed in 
Chicago or New York any day. 

If, on the other hand, reliance should 
be placed upon bonds or loans to be 
raised after the fire, what kind of a 
market would even this great Com- 
monwealth find, should it ask for such 
a sum to make good such a loss? It 
should be remembered that should the 
credit of the State be invoked to re- 


pair conflagration loss, that credit 
would have to be exercised at the very 
time when the accumulation of loss 


had staggered its credit in the finan- 
cial world. 


The Shadow of Impaired Credit 

The State of Maryland would have 
needed to raise $40,000,000, which at 
5 per cent interest would be an an- 
nual charge of $2,000,000 on that State, 
but the State of California in 1906 
would have needed to raise over $209,- 
000,000 with an annual interest charge 
ot say $10,000,000, and in both cases 
there would be further need of a sink- 
iig fund to extinguish the principal, 
while in both cases no sooner would 
be liability be discharged thin it would 
immediately recur for a similar need. 
The sudden impact of a blow, like that 
ir San Francisco, in 1906, would prove 
worse to a State than a condition of 
war, as war, at least, gives some notice 
ard admits of some preparation. 

Furthermore, it is obvious that all 
States which had such a shadow hang- 
ing over them would suffer impaired 
credit whether a fire occurs or not, as 
ne investors would seriously consider 
investments except at prohibitive rate; 
of interest where there was resting 
over the State an unknown danger of 
swift occurrence running to hundreds 
of millions of dollars. 

This feature of extraordinary and 
ui expected requirements is not found 
in any other branch of insurance. 


WESTERN 


A'SISURANCE CO. 
OF TORONTO, CANADA 


Fire, Explosion—Riots, Civil Commotions 
and Strikes—Marine and Tornado 
Insurance 
UNITED STATES BRANCH 
January 1, 1919 





BOONE ccvissensasecaveerdvesscess $4,693,580.53 

Surplus in United States....... 1,733,616.33 
Total Losses Paid in United 
States from 1874 to 1918 

SUEEGS  kcccdccsncevesoevas $45,098,883.86 


W. B. MEIKLE, President 




















COMMERCIAL UNION ASSURANCE CO. 


Limited of London 





\ ies 4 me xc 


THE LARGEST GENERAL INSURANCE COMPANY IN THE WORLD 


United States Head Office 


55 John Street New York City 
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New Jersey Insurance Co. 


Head Office: 


ALT 








Capital: 
One Million Dollars 40 Clinton St., NEWARK, N. J. 


Cc. P. STEWART, President J. B. GUTHRIE, Secretary 
GRESHAM ENNIS, Vice-Pres. F. L. BROKAW, Treasurer 











WESTERN DEPT: Insurance Exchange Bldg., Chicago, Ill., H.H. INGALLS, Mgr. 
PACIFIC COAST DEPT: Mills Bldg., San Francisco, Cal.,W.W. ALVERSON, Mgr. 
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Rossia Insurance Company 


HARTFORD, CONN. 


REINSURANCE 











GENERAL AGENTS WANTED 





Insurance 


THE ROYAL EXCHANGE ASSUR.- 
ANCE (Marine Dept.) OF 
LONDON, ENG. 


Automobile 


INDEMNITY MUTUAL MARINE ASSUR- 
ANCE CO., LTD., OF LONDON, ENGLAND 

461,101 
11,727,022 


Surplus 
THE TOKIO MARINE AND FIRT 
INSURANCE CO. 

LTD., OF TOKIO, JAPAN 
(Marine Department) 


Surplus United States Statement....$ 
Surplus Home Office Statement 


UNITED STATES LLOYDS, Inc., 


of NEW YORK, N. Y Surplus United States State 
ment - : ‘as $562,916 
OBES occ vcccuccccsscendccesasonsensess $830,150 Surplus [lome Office Statement .$7,433,611 


APPLETON & COX, Attorneys 
3 So. William St. NEW YORK 
AN ATTRACTIVE PROPOSITION 


GENFRAL AGENTS WANTED 





























San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 


U. S. Cash Assets, Dec. 31, 1918 
Surplus - - . 


Losses Paid by Chicago Fire, 1871 
Losses Paid by Boston Fire, 1872 
Losses Paid by Baltimore Fire, 


~ 


1904 - - - - 





Civerpoo 


\ 


$17,083,985.30 
4,880,795.09 

3,239,491.00 

1,427,290.00 






1,051,543.00 


mm Eondon 
m Globe 
Insurance 


CIMICED 





Over $160,000,000.00 


Losses Paid in the United States 






HUGH R. LOUDON, Manager 
J. B. KREMER, Deputy Manager 
T. A. WEED, Agency Superintendent 













0, 






NEW YORK OFFICE 
80 William Street 
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Re-Insurance Tips 


For Office Clerks 


HOW THE WORK IS DIVIDED 


One Man For Each Re-Insurance 
Account—Department Should 
Be Run Systematically 





Among the conditions causing in- 
efficiency in re-insurance departments 
of the fire insurance companies is the 
fact that most entry clerks know little 
or nothing about the reasons for re- 
insurance. If possible each entry clerk 
should have but one treaty or office 
account to handle. This clerk should 
make it his business to find out just 
what proportion of the company’s net 
line his account or treaty can carry. 
In addition to giving him an intelli- 
gent idea of what he is doing this will 
also enable him to apprehend possible 
errors on the part of the underwriters. 
On reaching the re-insurance depart- 
ment each daily should go to certain 
clerks in the order of its re-insurance, 
thereby enabling a person to find a 
specific daily by knowing its re-in- 
surance. 


To give a concrete example: A cer- 
tain company has three office account 
companies and one treaty. The office 
accounts are called A, B and C. Smith 
enters A, Brown enters B, and Jones 
enters C, while Green enters the 
treaty. 

To locate a daily re-insured in B 
and C, it would only be necessary to 
look at Brown’s entry sheets, and if 
entered there the daily would be in 
the possession of Jones. Daily reports 
re-insured in outside companies should 
be handled in the same manner, but 
should be given precedence and put 
through first. An entry clerk would 


TO AVOID CONFUSION 
London & Scottish Assurance Corpora- 
tion, Ltd., New Name of Com- 
pany Represented by Hall 





In order to avoid the confusion 
which has hitherto existed owing to 
the similarity of titles, the directors 
of the London and Lancashire Fire 
Insurance Company, Limited, and 
those of the London and Lancashire 
Life and General Assurance Associa- 
tion, Limited, have come to an amic- 
able arrangement, whereby the latter 
company, subject to the approval of 
its shareholders, will change its title 
and be known in future as the Lon- 
don and Scottish Assurance Corpora- 
tion, Limited. 

The London & Scottish is repre- 
sented in this country by E. E. Hall 
& Co. 


NEW BUFFALO AGI AGENCY 


Leo J. Neuport & Co., Inc., is the 
name of a new agency in Buffalo. Leo 
J. Neupport, former deputy county 
treasurer, is president and general 
manager. Other officers are Edward 
Krug, vice-president; Edwin Merwin, 
secretary; Reuben C. Kinkel,, Joseph 
T. Hoelscher and Allen S. Browne. 
The Company will do a general inshr- 
ance business. 





— 


Firemen’s Insurance Co., “Nn 


January 1, 1919 
Eo nic cncencdau shea aen $1,250,000.00 
I 6 oo ine ake eee ae ae $2,246,144.00 
SURPLUS TO POLICYHOLDERS. $3,496,144.00 


DANIEL H. DUNHAM, President 
JOHN KAY, Vice-President and Treasurer A. H. HASSINGER, Secretary 











NEAL BASSETT, Vice-President J. K. MELDRUM, Assistant Secretary 
FIRE INSURANCE CO 


THE SUP ERIO PITTSBURGH, PA. 


Conservative - Sound - Progressive 
Statement January 1, 1919 


CO iia Larder cenekn ad Boa N PIER ST SDT EROL REAP OLED a DINGS $ 400,000.00 
ORE SG 2G ca Veerecknne antes Gari esn eaonbneas chenensaeaar $2,083,462.00 
RAmetseS GERCERE CORED) oii sknv0c5eciacsceenKenvenvewes $1,353,045.00 
Meserve FOF TOMSUPAMCE 0... oko dcdsiwsdccedweseeacsoniamass $1,216,048.00 
PINE osc cnccnn ct uni nawt ane e ean REITER OREN $ 330,417.00 
Surplus to menue” StS | reraicetin Siti ecnleai ie ae ie Fi $ 730,417.00 


H. TRIMBLE, oe 





EDWARD HEER, Vice- Dice. & Secy. . SCHRATZ, Asst. Secy. 








“STRONG AS THE STRONGEST”’ 


Tke Northern Assurance Go, 


(LTD., OF LONDON) 
Organized 183% 
Entered United States 1876 


Losses Paid - - -  $113,000,000 
Losses Paid in U. S. $42,000,000 
Eastern and Southern Departments 


55 JOHN STREET 
NEW YORE CITY 





facilitate matters by having certain 


| 





hours to assort his reports by location 
(state or city). It is a mistake when 
a company has four re-insurance ac- 
counts and four clerks entering them 
to have each clerk handle all four. 
They should be divided so that each 
clerk has but one. Much of the cha- 
otic conditions prevalent in re-insur- 
ance departments could be obliterated 
by running this in a highly systematic 
and machine-like manner. It must be 
borne in mind that the terms system 
and efficiency are synonymous, It is 
also a good plan to put other dailies, 
such as suspense matters, through spe- 
cial. Precedence should always be 
guided by the importance of the mat- 
ter at hand. 





Friends of Isaac M. Klein, 105 Wil- 
liam Street, sympathize with him in 
the loss of his mother, who died last 
week. 














General Insurance Agents 


Surplus Lines Accepted Up to 
$500,000 





Represent 





411-13 WALNUT ST. 
PHILA., PA. 











CHAS. H. POST, U. S. Mgr. 


Caledonian Insurance Co. of Scotland 


FOUNDED 1605 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 
R. C. CHRISTOPHER, Asst. U. S. Mgr. 
NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 








Manager, F 


ary tt ee Ot seeccccece eveeee Willard 

PACIFIC COAST ....... 

py VIRGINIA 
UTHEASTER: 


see eeeeee 









INSURANCE CO., LTD. 
OF YORK, ENGLAND 
Established 1824 

FIRE, LIGHTNING, SPRINKLER LEAKAGE, AUTOMOBILE, RIOT 
AND EXPLOSION INSURANCE 
U. S. BRANCH, 8 Maiden Lane, New York. 

FRANK & ove. United States Managers. 

RANK B. MARTIN, Asst. Manager. 
New York Life Insurance & Trust Co., U. S. Trustee, No. 52 Wall St., New York 
DEPARTMENT MANAGERS: 


McClure Kelly .......+ 
-Harry R. 
.»»-Dargan & Turner ,... 
LA. & MISSTOSIPPT escccecences Tames B. 


ERNEST B. BOYD, Underwriting 


. Brown & Co. woeesee New York, N. 

n Francisco, Cal. 
Greensboro, N. 

«oe Atlanta. Ga. 






Bush ...... 


HENRY J. HOUGE, J. H. VREELAND 





INTEGRITY SERVICL. 


STRENGTH 


JAMES H. BREWSTER, Mer. 
Assistant Secretaries Hartford, Conn. 


A Broad Underwriting Service to Agents 
Writes Fire, Automobile, Rent, Sprinkler Leakage, Tornado, Use and Occupancy, Explosion, ete. 











Works in Harmony with American Agency Principles and Practices 

















LINES SOLICITED AND BOUND THROUGHOUT UNITED STATES 


AND CUBA 


E. F. FLINDELL 


INSURANCE 





1 LIBERTY STREET Telephone John 2612 


LOCAL OFFICES 
BROOKLYN, N. Y. 


153 Remsen St. 
Tel. 2504 Main 


NEW YORK 


JERSEY CITY, N. J. 
Montgomery 
Tel. 216 Montgomery 


NEWARK, N. J. 
915 Clinton St. 
Tel. 614 Mulberry 








OE eee ree oF New Orleans, La. 








92 William Street, New York 


INCORPORATED 1720 


Royal Exchange Assurance 


LONDON, ENGLAND 
RICHARD D. HARVEY 


United States Manager 


United States Branch 














Authorized Capital $500,000  ® ®©*‘& 
Brirnit National Hire 
Iusuranuce Cn. 


DETROIT, MICHIGAN 
A Company to be built gradually and along the indicated 
lines of permanence 


AGENCY CONNECTIONS SOLICITED 
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MARINE DEPARTMENT 











To Sell Wooden Vessels of 
Fleet Corporation and Place 
Them on Insurance Market 


Marine Underwriters and 
generally engaged Maritime pur- 
suits were very much interested in the 
remarks made by Chairman Hurley in 
referenze to the final disposition which 


persons 
in 


was to be made of the wooden vessels 
of the Emergency Fleet Corporation. 
In one of our prior articles we stated 
that the best proposition the Govern- 
the 
was to 


ment could have on wooden 
sels of this fleet sell them in 
the open market and dispose of them 
and charge balance off to profit and 


ves- 


loss, the same as “any other merchant 
do if he had 
merchandise on hand at the top price 


would unmerchantable 


for first class goods. 

It seems that Chairman Hurley has 
to the 
proposition 


conclusion 
in 


same 
outlined 


almost 

but the 
speech still leaves the Government in- 
the 
clean-cut 


come 
his 


volved in transaction instead of 


making a proposition, by 


leaving them carry a mortgage on the 


installment plan and also provides that 


the Government carry the insurance 
on the amount of the mortgage, and 
just as soon as the owners pay for 


the installments they furnish the Gov- 
with for 
in 


insurance policies 
the 
order to secure the unpaid balance of 
the 


kind 


ernment 
the owners’ equity in vessels 
A proposition of this 
for 


mortgage. 


leaves untold opportunities 


Look For 500 At 
Marine Club Dinner 


GIVEN IN HOTEL COMMODORE 





Assistant Attorney General Principal 
Speaker; Relations of Shipping 
Board To Marine Insurance 


The third annual banquet of the 
Marine Insurance Club of New York 
will be held at the Hotel Commodore, 
April 22. Tue EAsterRN UNDERWRITER 
is advised by the chairman of the 
committee of arrangements that there 
will be more than five hundred men 
prominently identified with the marine 
insurance business and allied  busi- 
nesses, in attendance at the banquet. 

Ira Campbell, assistant attorney gen- 
eral of the United States, will be the 
principal speaker. His subject will be 
“Future Relations of the Shipping 
Soard to Marine Underwriters.” Other 
speakers, whose names were not avail- 
able at the time of going to press, are 
on the program. 


The Marine Insurance Club’s mem- 
bership now totals approximately 500. 
rhe club plans to expand by admitting 
exporters and ship owners to mem- 
bership. The club holds regular monthly 
meetings at which prominent marine 
personalities make addresses of an 
educational nature. 

The committee of arrangements for 
the Hotel Commodore banquet are Os- 
wald Kirkby, J. W. Michaelis, John 
Williams, J. V. Lane and Frederick A. 
Wildnauer, chairman. 


favoritism and graft. The Government 


is not in business lenders 


to 
Agents. The exigencies of the war have 


as money 


private individuals or Steamship 
made them money lenders to the allied 
nations of the world, but this should 
not be made the excuse for the Gov- 
ernment engaging in the business for 
which we have banking institutions 
and trust companies in every port and 
large city of the United States who 
have sufficient funds to finance a busi- 


ness proposition of this kind. 


Nor should our Government engage 
the of insurance. 
There sufficient American Com- 
panies engaged in this class of busi- 
ness who have sufficient capital to in- 
sure all the fleet of the United States 
Government provided the Fleet is en- 


in business marine 


are 


gaged in proper voyages, carry suit- 
able cargo for their construction, and 
the 
remedied. 


present construction defects are 
If our Government engages 
in the business of money lending and 
of insurance underwriting you will find 
that a few favorite politicians will get 
centracts on a basis on which they 
could only make money without ex- 
erting themselves and the Government 
will be a and the 
fore the transaction is entirely closed 


out 


sure loser loss be- 


will be greater by a great 


dollars than if the Government 


many 
would 
sink, sell or burn all of these wooden 


vessels. 
The Corporation or Corporations 
that would get the contract as out- 


lined by Chairman Hurley in his re- 
cent speech would find that they would 
have a second Hog Island contract on 
hand. 

OBSERVER. 


It is well to fly towards the light, 
even when there may be some bruis- 
ing of wings against the window pane. 





AMERICAN EQUITABLE ASSURANCE CO. 


OF NEW YORK 
Surplus to Policyholders $1,014,237.98 








Marine and War 
Risk Insurance 


Losses made PAYABLE in all parts of the world 


C.R. EBERT & CO., Inc. 


MARINE MANAGERS 
48-54 BEAVER STREET, NEW YORK 











Telephone Hanover 2054 








Insurance Exchange, CHICAGO 


Marine Insurance 


Lecal agents are invited to consult us on their marine insuzance problems 


OSBORN & CO. 


Average Adjusters and Insurance Brokers 


Established 1898 


~ 45 Wall St, NEW YORK 

















Re 


C. R. Ebert, Manager 
For The Automobile 


UNDERWRITING EXPERIENCE 


Entered Business Fifteen Years Ago; 
Office To Get Two More 


Companies 


The Automobile Insurance Company, 
of Hartford, this week appointed C. R. 
Ebert, manager of its New York City 
marine department office at 82 Beaver 
Street, succeeding J. J. McGivney, 
resigned, 

Vice-President Charles H. Reming- 
ton, of the Aetna Life group of com- 
panies, of which the Automobile In- 
surance Company is a member, has 
been in New York City for several 
days in temporary charge of the ma- 
rine office. Mr. Remington advised 
Tue Eastern UNperwrirter that the gen- 
eral conduct of the Beaver Street of 
fice will continue in typical Aetna 
fashion with no slacking in facilities 
accorded marine insurance’ brokers. 
Announcement will be made soon of 
additional facilities to be had at the 
82 Beaver Street office through the en- 
trance of two or more American fire 
insurance companies in the marine 
business locating there. 








15 William Street ° 





MARINE AND FIRE 


ROBT. R. toe LAER, Inc. 


New York, Amsterdam, Copenhagen and Buenos Aires 


RE-INSURANCE 


New York 





























The New Manager 

Mr. Ebert, the new manager of the 
Automobile Insurance Company’s New 
York City marine office, is not a new 
figure in the marine insurance district. 
He entered the business about fifteen 
years ago with the British & Foreign 
Marine Insurance Company, later join- 
ing the forces of the Royal as an as- 
sistant marine underwriter. In 1916 
he became associated with the Auto- 








EBERT 


mobile Insurance Company as marine 
underwriter, leaving to become presi- 
dent of C. R. Ebert & Co., a marine 
underwriting office until recently rep- 
resenting the American Equitable As- 
surance Co. and other companies. Now 
he returns to the Automobile Insur- 
ance Company as manager of its New 
York marine office with a larger expe- 
rience and the live wire prestige of 
that popular combination of compa- 
nies behind him to extend Aetna serv- 
ice to a greater degree than has ob- 
tained in the past. 


Ralph S. Howe, who has joined the 
Springfield as special agent for West- 
ern Massachusetts, Connecticut, and 
Vermont, succeeding Walter B. Crut- 
tenden, has for several years been spe- 
cial agent of the Scottish Union & Na- 
tional in association with William F. 
Rice, general agent. 
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Insurance Men See 


Electric Welding 


HOW IT CUTS REPAIR COST 





Lloyds’ Objections Overruled; Case 
of Repaired German Ships; 
Mend Loaded Trucks 





One of the most interesting fea- 
tures of the electric welding exhibit 
conducted last Wednesday by the 
Klectric Welding Company of Amer- 
ica was the photographs of the ma- 
chinery in the interned German ves- 
sels and the repairs done on them by 
welding. A number of insurance men 
were present, invitations having been 
extended by Willcox, Peck, Brown & 
Crosby. 

Lloyds Held Back 

Lloyds passed on steel welding a 
number of years ago, and about two 
years ago was willing to pass cast iron 
welds with certain exceptions. The 
welding industry has been given enor- 
mous impetus as a result of the war. 
When the United was doing everv- 
thine nossible to repair and keen all 
available vessels in commission, Llovds 
maintained its restrictions as to weld- 
irg. particularly with relation to ma 
chinerv. The United States govern- 
ment finally let it be known that it 
would not adhere to the TLlovds’ re 
cuirements because of the great need 
fer shipning facilities. Havine broken 
down this and other barriers, the 
welding process has come into its own 
and has been put ahead some twentv- 
fve vears purely in consequence of 
the war. 

In the German. ships” referred to, 
high and low pressure evlinders were 
mended. Llovds would not allow weld- 
ing of any kind on engines. Every 
form of break known to ship machin- 
ery was mended, however United 
States Government went over the head 
of Lloyds, saving that it was not eo- 
ing to be held up by its rules. The 
work had to be done at once, and now 
Llovds is nassing the very work that 
previously they would not allow. 


Insurance Men Interested 

The demonstrations last week were 
made at the comnany’s nlant in Brook 
Ivn and were witnessed by a number 
of marine insurance men, casualty in- 
Strance company inspectors, and en- 
gineers, boat owners, steamboat. in- 
snectors and representatives of the 
Navy Department. 

Insurance men are much interested 
in the subject of welding because of 
its effect on the cost of making re- 
pairs and replacements. Tust now it is 
of snecial interest to boiler. flvwheel 
and elevator men. It was shown that 
practically everything made of iron or 
steel can be repaired in this wav. The 
demonstration was to convince insur- 
anee men that welding is practical and 
that repairs made in this way should 
be approved. 


One of the bhiegest jobs ever done 
hv electric welding was on the Cats- 
kill Aqueduct. Tt was found that the 
concrete wonld not withstand the 
strains of 300 or more pounds nut 
upon it and it became necessarv to in 
sert a steel inner tube in a portion of 
the anaueduct. This had to be done 
several hundred feet underground. The 
sections of the steel tube were welded 
together and then joined by the same 
process. making a continuous tube. 

(Continued on Page 23.) 


J. J. McGivney Goes 
With Maritime Agency 


HIS RECORD WITH AUTOMOBILE 





Messrs. Green, Kieffer and Mayhew of 
Same Company Also Join Mari- 
time Agency Forces 

In THe Eastern UNberwRITeR last 
week the statement was made that 
J. S. Rowe, president of the Maritime 
Insurance Agency was scouring the 
field looking for underwriters. It is 
now announced that J. J. McGivney, 
marine secretary of the Automobile 
Insurance Company; Frank L. Green, 
marine underwriter; Frank W. Kief- 
fer, assistant marine underwriter, and 
Karl S. Mayhew, head of the marine 
loss department of that Company, have 





J. J. McGIVNEY 


also resigned to go with the Maritime 
Insurance Agency. 

Mr. McGivney has been in charge 
of the Automobile’s marine depart- 
ment here since it has been opened, 
and made a remarkably good record. 
Mr. Green was assistant underwriter 
in the office of Appleton & Cox. Mr. 
Kieffer was with the British & Foreign 
and Royal before going with the Au- 
tomobile; and Mr. Mayhew was also 
with the British & Foreign at one time. 


ADDITIONAL NEW JERSEY FIGURES 


Additional New Jersey Marine re- 
ports have been filed as follows: 
Springfield, F. & M..... 4,189 6,082 
De ME ee éeccaweswxes 61,837 8,942 
DE x Gieganpideunwoese 14,923 2,334 
AS OE eee 80,807 79,950 
PEE vt dacs ascneses 27,406 1,592 
Union Assurance ....... 1,276 33 
MED odéatavcbsedes 8,921 1,640 


Geo. M. Hewes, of Hartford, of the 
general insurance agency of Buths & 
Hewes, has returned home after a 
month’s recuperation at Pinehurst, N. 
C. Mr. Hewes has been ill for two 
months with influenza and his vaca- 
tion has apparently done him a great 
deal of good. 





27 WILLIAM STREET 





NATIONAL FIRE INSURANCE, CO. of Hartford, Conn. 


NORTHWESTERN NATIONAL INS. CO. of Milwaukee, Wis. 
MARINE DEPARTMENTS represented by 


Overseas Underwriting Agency, Inc. 


Telephone Broad 346-7-8 


NEW YORK 

















.DMcComs 





O. 
INCORPORATED 


56 Beaver Street 


MARINE INSURANCE 
Fire—Hull—Cargoes— War Risk 


Losses made payable in all parts of the World 








CABLE ADDRESS: MACOMB, N. Y. 





TELEPHONE BROAD G1 








ee 
—————— 











ALB. SMEEST 


ERS 


6 Rue des Colonnes - 


PARIS 


Insurance and Reinsurance 





Cable: 


Montalais, Paris 




















AMERICAN MERCHANT MARINE 


INSURANCE COMPANY 


AT 


\THE CENTRE OF MARINE INSURANCE 
IN THE UNITED STATES 














WADE ROBINSON & CO. inc. 


MANAGERS 


Merchant Marine House 
South William and Beaver Streets 








New York City 
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CASUALTY AND 


SURETY NEWS 





Important Decision 
To Agents and Brokers 


BAUMANN VS. THE PREFERRED 


Accident Policy A Cotinuing Contract; 
False Statements Must Be Made 
To Deceive 





In view of the considerable amount 
of health and accident insurance be- 
ing carried in New York State, a sub- 
stantial part of which is under pol- 
icies issued prior to January 1, 1914, 
the recent decision of the New York 
Court of Appeals in Baumann vs. The 
Preferred Accident Insurance Co., is 
cf far-reaching importance to agents 
and brokers. 

Two principles of law affecting acci- 
dent and health policies are here laid 
down by the court of last resort and 
are, therefore, the law of the State. 

The first principle is in effect that, 
although an accident insurance policy 
by its terms grants insurance for only 
the year for which the premium has 
heen paid and is subject to renewal at 
the option of either the insurer or the 
insured, such policy must be regarded 
as a continuing contract, subject to all 


the terms, conditions, and provisions 
of law governing it at the time the 
original application therefor was 
made. 

The second principle is a corollary 
of the first and is in effect, that such 
being the case, section 107 of the In- 
surance Law, subdivision “f” does not 


apply to accident and health insurance 
policies issued prior to January Ist, 
1914. 
Significance of Decision 
The significance of this decision will 


become plain, if one reads the lan- 
guage of the section in question, which 
is as follows: “The falsity of any 
statement in the application for any 


pelicy covered by this section shall not 
bar the recovery thereunder unless 
such false statement .was made with 
actual intent to deceive or unless it 
materially affected either the accept- 
ance of the risk or the hazard as- 
sumed by the insurer.” 

Prior to the adoption of Section 107, 
the insured under a health or accident 
policy was bound by the statements 
wade in his application, irrespective 
as to whether or not they were made 
with actual intent to deceive, or they 
inaterially affected the acceptance of 
the risk, or the hazard assumed by the 
insurer. 

In other words, the answers to the 
questions of the application were held 
to be warranties, and, therefore, if 
ene or more proved to be false, the 
contract was avoided and the bene- 
ficiary thereunder could not recover, 
by showing that the falsity was unin 
tentional or that it did not materially 
effect the acceptance of the risk or the 
Fazard assumed. 


Gaines Vs. Fidelity & Casualty 

In the case of Gaines vs. Fidelity 
& Casualty Co. of New York (188 N. Y. 
411, 415), Judge Gray, writing the pre- 
vailing opinion, said: “The parties to 
this contract had the right to make 
any statements of fact material there- 
to and conditions precedent to any 
liability therefor, all things being 
equal at the time in their attitude to 
each other, and if they proved false, 
the contract was avoided.” 

Although, in the absence of any 
Statutory provision to the contrary, 
this decision was in strict accordance 
with the laws governing contracts, it 
was felt that it involved a_ possible 
hardship, not to say injustice, to in- 
surants who were entirely innocent of 
fraudulent intent. Consequently, Sec- 
tion 107 was incorporated in the new 
Insurance Law for their protection. 


Since its adoption, there has been a 
general impression that it applied to 
all existing health and accident insur- 
ance, regardless of the date when the 
policies under which it was being car- 
ried, had been issued. 

The decision of Judge Cuddeback in 
Baumann vs. The Preferred Accident 
Insurance Co. shows that this impres- 
sion was erroneous. 

As the law now stands, the insured 
and beneficiary under renewed health 
ard accident policies originally issued 
prior to January Ist, 1914, are not pro- 
tected by Section 107; on the contrary, 
their applications and policies will be 
subject to the law as it previously 
existed. 

Under such circumstances, insurance 
agents and brokers should advise pol- 
icyholders carrying such health and 
accident insurance the above facts, 
in order that they shall have the op- 
portunity, should they so desire, of 
placing themselves and their benefici- 
aries, under the protection of Section 
107, by cancelling their present insur- 
ance and applying for new policies 


WHAT BUSINESS MEN THINK 


Manufacturers’ Club of Minneapolis 
Presents Good Reasons For Op- 
position to State Insurance 


The Manufacturers’ Club of Minne- 
apolis is issuing a comprehensive cir- 
cular in which it gives a few of the 
reasons why business men oppose 
House File No. 20, which favors State 
irsurance of workimen’s compe nsation 
risks. Among the reasons given are 

It needlessly deprives the employer 
of full freedom of choice in the selec- 
tion of his insurance medium. 

So-called “State insurance” affords 
ro certainty of protection or cost. 

“State insurance” gives neither em- 
ployer nor employee adequate service. 

The Ohio State Fund, after which 
House File 20 is modeled, apparently 
fails to give the employers of that 
State the certainty of protection and 
cost which they need. The Ohio plan, 
after which House File 20 is modeled, 
apparently fails to give either em- 
ployer or employee proper service. 

House File 20 offers the Minnesota 
employer no alternative to the State 
fund plan except some form of private 
mutual insurance. 

“State insurance” funds have no- 
where been a demonstrated success. 

Minnesota -is already aligned with 
the majority sentiment of the coun- 
try on the compensation insurance 
question. 


ELECT PARKER PRESIDENT 


The annual meeting of the Surety 
Underwriters’ Association of Boston 
resulted in the election of the follow- 
ing officers: James P. Parker, United 


States Fidelity & Guaranty, president ; 
Collins Graham, National Surety Com- 
pany, secretary, and George W. Berry, 
Massachuretts Bonding & Insurance 
Co., treasurer. 

The association is planning to re- 
sume its former activity in the way of 
regular monthly luncheons, with prom- 
inent speakers. 
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Mining Experience 
In Pennsylvania 


COMPENSATION EXPERIENCE 


Premiums, Losses and Expenses As 
Shown By Experience In 
1916 And 1917 


The 
ment has made 
compensation insurance 
in 1916 and 1917. The report shows 
that the expense ratio was less than 
that calculated by the Actuarial Com- 
mittee of the Joint Conference of 1915, 


Pennsylvania insurance depart- 
a report on workmen’s 
in that state 


whose figures were the basis of the 
original Pennsylvania rates. The 
actuarial computation indicated an 
expense ratio of 42.5 per cent. The 
actuarial experience in 1916 and 1917 
showed an expense ratio for non-par- 
ticipating companies of 383 per cent. 

Special deputy E. H. Downey, by 


whom the report is signed, points out 
that this showing is the more gratify- 
ing because it was “strenuously argued 
by opponents of an independent rating 
and inspection bureau; that the main- 
tenance of such bureau would increase 


the expense of doing business. Expe- 
rience shows that the reverse is the 
case. The actual expense of transact- 


ing business has been considerably less 
than the average for the country, 
which was the basis of the actuarial 
calculation referred to. The bureau 
has saved more than its total cost. It 
stands to reason that central inspec- 
tion and rating must be more econom- 
ical than inspection and rating by in- 
dividual companies. Thorough in- 
spectors are required, and each one 
can be assigned to a limited district, 
with considerable saving in traveling 
expense.” 

The expense,ratio of the Associated 
Companies in the transaction of coal 
mine business was 31.5 per cent, or 
about 7 per cent less than the average 
ratio of stock companies for 
lines of compensation. This 

says the report, is entirely 

for by the difference in 
which is 7.5 per cent. 
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all other 
difference, 
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ratios in 1917 on all 
lines except coal mining: 


compensation 


Ex 


Premium Losses penses 
he pa 


Earned %o Jo 

All carriers . $9,255,809 52.7 32.2 
Participating 2,083,794 55.3 17.0 
Non participating 7,172,035 52.7 36.6 
Active Life 1,034,901 44.7 32.8 
Am. Casualty 43,901 38.4 27.7 
Am, Mutual 221,718 49.4 16.1 
Cas. Recip. Exch 43,618 11.4 19.1 
Continental Cas 102,846 51.0 44.8 
Commercial Cas. 7,296 280.0 42.0 
Employers Ind. ..... 1,516 21.0 40.4 
Employers Lia. ..... 515,281 50.0 33.6 
Fidelity & Casualty. 405,834 42.3 37.4 
Frankfort General 80,638 45.1 35.1 
General Accident 35,787 33.0 40.0 
Georgia Connolly 16,487 98.6 37.5 
Globe Indemnity 430,372 51.7 40.0 
Hartford Accident 209,528 &.2 47.0 
Laundry Owners 26,948 48.5 41.0 
Liability Mutual 121,964 47.8 22.3 
London Guarantee 245,825 81.5 32.8 
Mirs. Liability ...... 28,130 44.0 16.5 
Mirs. Casualty > 154,014 60.2 33.2 
Maryland Casualty 698,341 64.5 37.5 
Millers Mutual ...... 23,500 56.9 37.3 
New Amsterdam 52,237 93.4 40.6 
Be MRS Sicedurece 1,668 31.0 23.0 
Ocean Accident ..... 677 ,922 52.2 35.1 
Penna. Mfrs. ........ 677,840 47.4 14.6 
Republic Casualty 24,891 25.4 73.8 
Royal Indemnity 202,730 57.2 38.6 
Southern Surety 36,314 57.5 540 
?. a 782,838 67.3 13.5 
Standard Acc. ...... 256,962 59.4 37.8 
Tri MEE: shi onadienss 1,570,136 48.6 346.0 
S. Casualty ...... 207 ,040 52.6 43.5 

i= & ai ees 304,217 39.6 34.3 
UE ovcenueesevecees 12,538 40.0 37.8 


A tabulation of premiums, losses and 
expenses in 1916-1917 on all compen- 
sation lines except coal mining shows 


the following aggregate results: 
Ex 
Premium Losses penses 
Earned % % 
- 
All carriers ......... $15,358,033 55.4 34.0 
Participating § ......+. 3,423,113 54.0 19.4 
Non- participating .. 11,934,920 55.8 38.3 


In 1917 the coal mine experience 
was: 
All Insurers ......... $3,538,845 70.6 26.9 
Associated Cas. ..... 2,319,099 76.2 31.9 
Eureka Casualty 244,506 41.5 22.5 
Pa. Bit. Mutual ..... 260,015 38.3 306 
Beate FUNG cccccccnce 705,225 74.9 12.1 
For 1916-1917 this experience shows: 
Ex 
Premium Losse 8 penses 
Earned % % 
All PSUTOTE . ccccscses $6,272,045 62.1 28.3 
Associated Cas 2,562,878 64.2 31.5 
Eureka Casualty 434,137 40.1 23.0 
Pa. Bit. Mutual ..... 260,015 38.3 30.6 
Bembe FUME oscienssce 1,015,015 68.7 14.9 
HAS MONSTER SWITCHBOARD 
The business of the Aetna Compa- 
nies at 100 William Street has grown 


so that it has had to install one of the 


largest telephone switchboards in the 
country. It started with one or two 


tiunk lines and no regular telephone 
operator. About 1904 a switchboard 
was installed, with a regular operator, 
equipped with three trunk lines and 
seven extensions. At the present time 


the telephone equipment required for 
efficient service to the patrons con- 
sists of one of the most modern of 
switchboards with six operators, four 
working regularly and two acting as 
relief operators. The chief operator 
is the first one employed by the com- 
pany and has grown up with the 
service. 








THE EASTERN UNDERWRITER 








Joseph F. Izzie Now Manager 

Joseph F. Izzie is now associated 
with W. F. Murphy & Co., Inc., New- 
ark, as general manager. He has been 
assistant to Ellis G. Bogart, head of 
the burglary and plate glass depart- 
ments of the Globe Indemnity. The 
Murphy office now represents the Chi- 
cago Bonding and the Northwestern 
National Fire. Mr. Izzie has been in 
the business for a number of years and 
is regarded as a capable man for his 
new place. 

+ * * 


Club Dinner Arranged 

The annual banquet of the Casualty 
& Surety Club of New York will be 
held at the Hotel Pennsylvania on the 
evening of Thursday, May 1. This 
year a new departure in the character 
of the function will be made in that, 
besides an entertainment program 
which will run through the dinner, the 
Club will entertain guests of promi- 
nence by whom addresses ‘will be 
made. Invitations have already been 
accepted by Brig. Gen. George A. Win- 
gate, commanding the 52nd Field Ar 
tillery Brigade, 27th Division, and by 
Martin W. Littleton, Esq., of the New 
York Bar. This will be the tenth an- 
nual banquet of the Club, the member- 
ship of which is composed of the of- 
ficers and heads of departments of the 
surety and casualty companies. These 
functions in the past have been most 
enjoyable. In 1918 on account of the 
war the banqvet was omitted although 
during the vear several informal din- 
ners were held. Plans are also now 
under way for the spring golf tourna- 
ment of the Club, which will be held 
within the next few weeks. 


To Increase Capital Stock 


Rumors of an increase in the capital 
stock of the National Surety has sent 
that stock booming in Hartford, in 
which city considerable stock is held. 
Present prices are 243 bid with little 


stock in the market. 
* * * 


R. B. Hall On Pacific Coast 


Robert B. Hall, formerly in charge 
of the personal accident business of 
the Aetna Life in the New York Of- 
fice but now special agent of that 
company, is on the Pacific Coast stag- 
ing some mighty contests in personal 
accident production in that section. 
Reports show that his work is secur- 
ing results, the business of the com- 
pany increasing tremendously during 
the past month, breaking all records. 

” 


C. P. Hoppin On Vacation 
C. P. Hoppin, underwriter of the 
workmen’s compensation division of 
the Aetna, at 100 William Street, is 
away for a month’s recreation. Mr. 
Hoppin took Lieut. A. M. Murray’s 
place while he was in the army. 
* + * 


Gelshenen With Commercial 

Edward W. Gelshenen is now asso- 
ciated with the Commercial Casualty 
as a special agent, with headquarters 
at the home office in Newark. Mr. 
Gelshenen was formerly underwriter 
in the New York office of the Aetna, 
and home office special agent under 
Agency Secretary W. L. Mooney. He 
also did exceptionally good work in 
connection with the company’s work- 
men’s compensation campaign in 
Delaware. 





New Position For Leo Williams 
Leo Williams has been placed in 


of the detail work in the auto- 
mobile department of the Aetna Com- 
panies at 100 William Street. Mr. 
Williams has been in the claim and 
underwriting department for a number 
of years and has shown himself to be 
a valuable man. He thas been away 
in the army service, where he gained 
the title of sergeant. He was in Bat- 
tery C, 334th Field Artillery, 87th 


Division. 


charge 


* * * 


J. R. Garrett To More 


James R. Garrett, eastern depart- 
ment manager of the National Casu- 
alty, at 100 William Street, will move 
May 1 to 49 Maiden Lane, where he 
will have increased space on the third 
floor. 

es « 

The New Amsterdam Casualty has 
added to its facilities by taking the 
space on John Street formerly occu- 
pied by the Terminal lunch room, The 
company’s present New York offices 
are at 49 John Street. 


PAYROLL BASIS ADOPTED 





Aetna Makes Rule for Five Or More 
Owned Commercial Motor 


Vehicles 


From the Aetna office, at 100 Wil- 
liam Street, comes an announcement 
that effective April 1, 1919, and option- 
al for use a sof February 1, risks in- 
volving five or more owned commer- 
cial automobiles can be written on 
the payroll basis. Under this basis, 
instead of specifying by trade name 
each automobile covered, policies are 
issued at an estimated advance pre- 
mium subject to adjustment on a 
monthly, quarterly, semi-annual or 
annual basis. The premium is based 
on the number of chauffeurs engaged 
in the operation of automobiles and is 
determined by dividing the entire pay- 
roll for regular and occasional chauf- 
feurs by the average per capita wage. 

The company advises that eligible 
risks- placed since February 1 should 
be rewritten. 

* * 


The Curry agency, 55 John Street, 
will soon move to the old “Times” 
building, at Beekman Street and Park 
Row. 
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The original and leading Liability 
Insurance Company in the World 
LIABILITY, STEAM BOILER, 
ACCIDENT, HEALTH, FIDELITY 
AND BURGLARY INSURANCE 
United States Sranch 
SAMUEL APPLETON, | United | States Mer. 

Employers’ 
33 BROAD oTRent, ‘eorea, ‘MASS. 
AGENTS WANTED 








ae 
The Employers’ Liability Service =CLAIMS | Service 
Assurance Corporation, Ltd. ia. 2060 Saat ee 


Auto Liability Compensation 
I have a thoroughly equipped organiza- 
tion for handling the above in 
NEW YORK—NEW JERSEY 
CONNECTICUT 
Twelve years’ experience with three of 
the largest companies in the business 
Highest References 
Walter G. Evans and Everett Hunt, 
unsel, 


G. P. BARTENFELD 


2200 BROADWAY - - NEW YORE 
Phone Cortland 7321 





New Disability Policy 
Of National Casualty 


A WEEKLY PREMIUM CONTRACT 





Will Be Issued To Both Women And 
Men; Fourteen Weeks’ 
Benefits Given 





The National Casualty, Detroit, of 
which James R. Garrett is Eastern 
department manager, at 100 William 
Street, is about to issue a new weekly 
premium disability policy for men 
and women. This policy will be writ- 
ten at flat rates, and will provide flat 
benefits. There will be no classifica- 
tion and no distinction between men 
and women. It will give fourteen 
weeks’ benefits for both accident and 
illness. 

Under one form of policy the first 
week of disability will not be paid 
for, while under the other form it will. 

The policy will also contain a ma- 
ternity benefit running for three 
weeks. Twenty per cent increase in 
benefits will be provided to coer hos- 
pital expenses. A two weeks’ grace 
period is provided for the payment of 
premiums. The policy fee is $2.00. 

Premiums will run from thirty cents 
a week up. The National believes that 
the issuance of this policy constitutes 
an important step in industrial dis- 
ability insurance in that it undertakes 
to give the public what it wants and 
charge adequately and justly for it. 





Statement of the Ownership, Management, 
Circulation, etc., Required by the Act of 
Congress of Aug. 24, 1912, of THE EASTERN 
UNDERWRITER, published weekly at New 
York, N. Y., for April 1, 1919. 

State of New York, 

ay of New York, 


Fo me, a Notary Public in and for the 
State and County aforesaid, personally ap- 
peared W. L. Hadley, who, having been duly 
sworn according to law, deposes and says that 
he is the Business Manager of The Eastern 
Underwriter and that the following is, to the 
best of his knowledge and belief, a true state- 
ment of the ownership, management (and if a 
daily paper, the circulation), etc., of the afore- 
said publication for the date shown in the 
above caption, required by the Act of August 
24, 1912, embodied in section 443, Postal Laws 
and Regulations, printed on the reverse of this 
form, to wit: 

1, That the names and addresses of the 
publisher, editor, managing editor, and busi- 
ness managers are. 





J. L. MAUTNER 


J..L. MAUTNER AGENCY: 


A. J. HESS 








Complete Automobile Coverage 
All Casualty Lines 








1 Liberty St. 
NEW YORK 
Phone John 1570-3972 








127 Wheaton Pl. | 


RUTHERFORD, N. J. 
Phone Rutherford 1345 
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Policy Holders Representatives 
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THE NATIONAL 
of DETROIT 


Eastern Dept. Pacific Bldg. 
100 William St. San Francisco 
New York Western Dept. 


Northwestern Iept. 
Palace Bldg. 
Minneapolis 











PUBLISHER—The Eastern Underwriter Co., 
105 William Street, New York City. 

EDITOR—Clarence Axman, 265 Central Park 
West, New York City. 

MANAGING EDITOR—Clarence Axman, 265 
Central Park West, New York City 

BUSINESS MANAGER—W. L. Hiadley, 402 
East Fifth Street, Plainfield, N. J. 

2. That the owners are: (Give names and 
addresses of individual owners, or, if a corpo- 
ration, give its name and the names and ad- 
dresses of stockholders owning or holding 1 
per cent or more of the total amount of stock.) 

The Eastern Underwriter Co., 105 William 
Street, New York City. 

Clarence — 265 Central Park West, 
New York Cit 

B. F. Hadle = 338 Forty-second Street, Des 
Moines, Iowa. 
we. L. Hadie y, 402 East Fifth Street, Plain- 
field, N. J. 

3. That the known bondholders, mortgagees, 
and other security holders owning or holding 
1 per cent or more of total amount of bonds, 
mortgages, or other securities are: (If there 
are none, so state.) 


4. That the two paragraphs next above, 
giving the names of the owners, stockholders, 
and security holders, if any, contain not only 
the list of stockholders and security holders 
as they appear upon the books of the com 
pany but also, in cases where the stockholder 
or security holder appears upon the books of 
the company as trustee or in any other fidu- 
ciary relation, the name of the person or cor- 
poration for whom such trustee is acting, is 
given; aso that the said two paragraphs con- 
tain statements embracing afhant’s full 
knowledge and belief as to the circmstances 
and conditions under which stockholders and 
security holders who do not appear upon the 
books of the company as trustees, hold stock 
and securities in a capacity other than that 
of a bona fide owner; and this affiant has no 
reason to believe that any other person, asso- 
ciation, or corporation has any interest direct 
or indirect in the said stock, bonds, or other 
securities than as so stated by him. 

5. That the average number of copies of 
each issue of this publication sold or dis- 
tributed through the mails or otherwise, to 
paid subscribers during the six months pre- 
ceding the date shown above is...........+++++ 
(This information is required from daily pub- 


lications only.) 
W. L. HADLEY, 
Business Manager. 
Sworn to and subscribed before me this 24th 
day of March, 1919. 
MARGARET M. O’BRIEN, 
Notary Public Kings County No. 21, 
Cert. filed in N. Y. Co., Clerk’s No. 48, Reg- 
ister’s No. 10045. 


Cert. filed in Bronx Co. Clerk’s No. 2, Reg- 
ister’s No. 208. 
Commission expires March 30th, 1920. 
Register’s No. 118, 
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CASUALTY AND SURETY POINTERS 





The practice by brokers of 


A Hint submitting applications to 
To companies, which applica- 
Brokers tions are submitted for the 


purpose of securing a policy 
which they have no surety of being 
able to deliver, is a reflection upon the 
broker’s integrity and is an imposition 
upon the company, says the “Preferred 
Pilot.” 

The theory seems to be that even if 
the policy is not delivered the com- 
pany has suffered no harm—whereas, 
it has been subjected to an unneces- 
sary expense in the mechanical work 
of preparing the policy together with 
the cost of the policy itself and the 
postage. In addition, the company is 
being involved in a hazard it should 
not be called upon to bear because in 
the interval between the issue of a pol- 
icy and its return as “not delivered” 
a claim might arise, involving the com- 
pany. Should no claim arise the com- 
pany has on its books carried the pol- 
icy for the period of time between its 
issue and its return by the broker as 
“not taken,” and for which no return 
is expected to be made for the loss of 
the earned premium as the company is 
considered to have no claim on the in- 
surer or the broker to make good the 
premium that should be received for 


the term that the broker has been 
trving to deliver the policy. 
Recent decisions have placed upon 


the broker the liability for this earned 
premium, which we believe is correct, 
both in law and justice. If the com- 
pany writes upon an application sub- 
mitted by the broker which he, him- 
self, has no certain surety of deliver- 
ing, in ignorance of that fact the com- 
pany should not be called upon to as- 
sume any liability and the late court 
decision that the broker should assume 


the liability and pay the company 
therefor is simply just and fair. 
x * * 

Spring Elections most of the states 
Produce are held in the 
Business spring of the year 

and they generally 
take place in April and May. The 


Fidelity and Deposit has done a large 
amount of business in public official 
honds in the months of January and 
February, 1919. It considers that if its 
agents are in the position to control 
and write so large a bulk of the bonds 
filed bv state and county officials. it 
certainly seems but a logical sten that 
they can also write a_ provortionate 
share of the city, village and township 


officials who are to be elected and 
analified during the coming spring. 
The same system of soliciting that 


brought the results in the fall cam- 
paign will bring equal results in the 
spring campaign. 

* 
in 


A condition has arisen 


Insuring connection with burglary 
Wines And and theft insurance due to 
Liquors the enactment of prohi- 
: bition legislation, which 
is causing considerahle concern to all 
companies writing this line. On this 


subhiect the Fidelity & Deposit says: 

“This is due to the fact that in a 
number of recent losses it was evident 
that the property sought for was 
liouors and wines, to the exclusion of 
other pronerty, jewelry and valuables. 
This condition existing at a time prior 
to the effective date of the law creates 
a feeling of grave concern as to the 
consequences to be suffered after July 
1 next. 

“We are calling this matter to the 
attention of agents so as to voice our 


disapproval of writing insurance 
granting coverage on whiskv and 
wines, in nlaces other than residences 


upon which we secure insurance cov- 
ering all personal property blanket. 
We would also suggest to agents that 
where requests are made for insurance 
to cover wines and liquors specifically 


to have the assured furnish the Com- 
pany with a list of the property to be 
covered, with the cost price of same, 
which would control in the event of a 
loss and avoid controversy in the ad- 
justment of claims. Our residence pol- 
icies at present provide the liability of 
the Company as the market value of 
the property at the time of loss, and 
naturally after July Ist, 1919, such 
property would have no market value. 
* * * 


The need for higher liability 


Higher limits continues to be dem- 
Limits onstrated in large verdicts. 
Popular This is one reason why 

10,000-20,000 limits are now 


sometimes called “regular limits,” and 
lower ones are designated as “reduced 
limits.” All records for personal in- 
jury damages in Ohio courts were 
broken when a jury awarded a Cleve- 
land man $75,000 for the loss of both 
legs. The highest previous verdict 
had been $55,000. The injured man 
was manager of a small hotel and had 
been run over by a freight train. 

A jury in New York returned a ver- 
dict for $20,000 for a seventeen-year- 
old boy, and for $2,500 for his father, 
because the-son had lost his foot when 
a trolley car ran into the truck on 
which he was riding and jammed his 
foot against an elevated railroad pillar. 

Fifteen hundred dollars a finger was 
asked by a man in a damage suit in 
Uniontown, Pa., because, as he alleged, 
two other men had compelled him to 
ride in a buggy in severe cold weather. 
He had lost fingers from both hands 
as a result. 

x * * 


Insurance Men See 
Electric Welding 


20.) 
exhibition repaired two 
boilers, the ends of which had to be 
taken out and the wasted parts rein- 
ferced and put back again. To have 
replaced these parts new would have 
cost something like $35,000, whereas 
hy the welding process it was satis- 
factorily accomplished for $9,000. 
Another feature of the welding pro- 
cess which is of interest to insurance 
men relates to motor vehicles. It is 
an every day occurrence to have 
drivers come to welding plants like 
that in Brooklyn to have repairs made 
while the load is still on the truck. 
Welding is proving of great advantage 


(Continued from Page 


the marine 


in cheaply mending damaged auto- 
mobiles. 

Will Become Automatic 
One of the points brought out 


forcefully in the discussion of welding 
processes at a dinner at the Crescent 
Club, Brooklyn, which followed the 
demonstrations at the welding com- 
pany’s plant, was that in order to do 
good work the operator must have 
sound metal to work upon. In_ boil- 
ers. welding should go on the inside 
ruther than the outside Some jobs 
fail because the welding was not car- 
ried far enough to the sides of the 
weakened spot When this is the case 
the applied metal does not have proper 
chance to fuse with the good metal 
Iving beyond the source of the trouble. 
Jit was pointed out that welding is 
destined to become very much cheaper 
than at present because of automatic 
devices now heing perfected. This wil! 
not only apply to smal! work but to 
welding of ship plates. It was said 
that if the labor situation continues 
as it is now one may soon expect to 
see automatic machines—“bugs,” as 
they are called—moving up the sides 
of steel vessels welding the plates to- 
gether with the expenditure of but 
little cost for labor. 

A case of welding was referred to 
that was done on the steamship 
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“North Pole,” where a combustion ————— ——- 


reinforced. This cham- 
reached from the in- 
side. There was a corrugated fur- 
nace that showed a soft patch that 
cracked in a star from the studs, mak- 
ing two six-inch holes. The damaged 
parts were built up with new material, 
and the “North Pole” sailed until sunk 
in the war. 

Locomotive fire boxes are also being 
repaired by this process, and hardly a 
large railroad in the country is with- 
out a welding plant. 

Insurance men are interested in this 


chamber was 
ber could not be 


American 
Surety 
Company 


welding process also because of the 
use and occupancy hazard. So much of New y ork 
time can be 


saved in repairing a boiler 
of broken flywheel or other piece of 
machinery that the possibility of loss 
from this cause is greatly lessened. 
The objection insurance men and 
others have had to electric welding 
is that the operator can easily cover 
up any defects in his work and what 
appears on the outside to be a good 
job may in reality be quite inferior. 


100 BROADWAY 


Fidelity and 
Surety Bonds 


“The Fire Insurance Pocket Index 
for 1919” has been issued by the Spec- 
tator Company, giving ten years’ sta- 
tistics, with totals and ratios, for nearly 
300 fire insurance companies, 


Burglary Insurance 
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THE SURVIVAL OF THE FITTEST 


The amount of regular life insurance issued by The Travelers in January, 1919, was greater than that 
for December, 1918, and in February, a month with but 22 working days, an average daily business exceed- 
ing any corresponding period in the Company’s history was shown, more than two and one-half times the 
record of February, 1918. And March was a milliona day! April continues on the same progressive lines. 





There are a number of contributing causes for this increase in production, such as the elimination of 
uncertainties due to the ending of the war, the influence of the adoption by the Government of life insur- 
ance for soldiers and sailors, a greater use of life insurance to provide the means for the payment of in- 
heritance taxes so that there may not be immediate loss to estates by the enforced disposal of securities, 
and the prosperity of the people in general; but the main cause is undoubtedly the epidemic of influenza 
which started last fall and has not yet died out. This disastrous plague has shown clearly the financial 
soundness of American life insurance companies and their ability to stand the strain of unprecedented 
losses. It has shown also, in a distressing but forceful manner, the absolute necessity of life insurance 
protection. Men who have seen their friends struck down in the prime of life have looked to their own 
affairs, and where they have carried no protection for their families have sought such protection, and 
those who have had inadequate insurance have been willing listeners to the solicitation of the agent to 
make their protection adequate. 

The result has been an increase in production for practically all life companies, but the wonderful 
increase in The Travelers’ life business greatly exceeds the average of life companies. No company has 
approached the rate of increase shown by The Travelers in the past few months. The reason for this 
unusual record is that with the epidemic has come a remarkable vindication of the guaranteed low cost 
contract as issued by The Travelers. The sale of life insurance at the same low rates which were in vogue 
prior to the epidemic, rates which are not subject to “dividend” returns, is the real cause for the enormous 
increase in production of The Travelers life insurance business. 

Agency records show that some representatives have increased their production two, three and even 


more times over the corresponding period of last year. The opportunity of a lifetime is afforded to the 
representatives of The Travelers who are fortunate in being able to offer guaranteed low cost contracts. 


The Perez Huff Agency of The Travelers is writing new life insurance at the rate of twenty millions 
annually which is a record that has never been equalled by any other Agency in life insurance history 
within a like period of four years. (The Huff Agency connected with the Travelers in June, 1915). 


Perez Huff, General Agent, has had thirty years experience in the business. His ability to write life 
insurance personally in large amounts from year to year is well known and his experience and knowledge 
has assisted agents to become unusually successful, some of them writing on an average of one application 
a day and it is expected that seven agents will each write a million or more this year. 


Life Insurance Departments have been installed for Fire Insurance Brokers and developed to the high- 
est efficiency, thereby materially increasing the profits of brokerage offices, one of which will this year 
write more than a million. 


This advertisement is for the purpose of securing more representatives and interviews are respectfully 
solicited. 


PEREZ F.. HUFF 


General Agent Life Department 
Travelers Insurance Company 
91 WILLIAM STREET PHONE 134 JOHN 
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